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Great Runners 


“Big 4” Barn Door Hangers are 





great runners. Unlike some hangers 





View of “Big 4” they keep on the rail, not off of it. 


Hanger Showing 
Flexible Feature Your customers see for themselves what 


thoroughly practical hangers they are. Simple, 
strong, durable. No trouble to hang and once 
hung they stay. 


“Big 4°° Hangers and “‘Braced”’ Rail make 
a trade winning combination. Most Dealers 
sell both, Why not “double up” on your 
profits? 


The National Catalog will put you in touch 


with a line of Builders’ Hardware worth selling. 
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National Mfg. Co. 


STERLING, ILL. 
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FORECASTING THE N. R. H. A. 
CONVENTION 


“Observer” Predicts Events Which Will Shake the Hardware World 
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Coming soon—orders to drop the tow 


side seat at the coming convention of the 

National Retail Hardware Association. 
Unless we are very badly mistaken more things are 
going to happen in a minute at these sessions than 
have usually occurred in hours. There is a whole 
lot to be done and our only regret is that there are 
not two of us so we would be sure of not missing 
anything. 

There has not been a great deal heard of the 
National association proper during the past year. 
It is true that the Trade Relations Committee has 
managed to keep in the spot light with regularity 
but the president and the secretary have been unu- 
sually quiet in their actions. In the first place 
President Ireland is not a band wagon type of 
presiding officer. He may not have a great array of 
constructive accomplishments to parade before the 
convention as a token of his activity, but if he 
discovered the foundations of the structure he has 
been managing torn and crumbling, certainly he 


WwW have already made application for a ring- 


was wise in putting them in order before attempt- 
ing anything else. Pretty hard on Ireland, but the 
best thing in the world for the association and 
makes the way easier for his successor. 

We never made a slate before, and do not claim 
to be finished politicians, but we do know some- 
thing about men of affairs in the hardware world, 
and since one of the first things which the next 
president will have to do is to appoint a Trade 
Relations Committee we have succeeded in obtain- 
ing our consent to make some suggestions. 

Of course we are acting on the assumption that 
all the present committee will be glad to step down 
and out. We feel this especially true in the cases of 
Messrs. Abbott and Krueger. They have been in 
the game so long that they are doubtless tired of it. 
Mr. Hussie has not served for such a long time and 
we are loath to let him out as we need one member 
who has had previous experience in this work. Then 
you see the Trade Relations Committee was created 
to make sort of a step down to the ranks for the 














There will be a reception for “Bill” Lewis 


retiring president. (If the office can be manipulated 
so as to control the president and the executive 
board that is no affair of ours.) Anyway, follow- 
ing the precedent, we are going to place President 
Ireland on our ticket as chairman of this committee. 
Then for added dignity we are going after one of 
the biggest, clearest thinking and most respected 
retailers in the country, Charles Williams, of Strea- 
tor, Ohio. We know that trio will never be refused 
a hearing, will accomplish great results, will add 
dignity to the National Retail Hardware Associa- 
tion and do it without much noise. 


Secretary Corey Still on the Job 


We smile as we write that heading. It carries us 
back to the convention at Jacksonville when this 
official made his appearance after months of the 
harrowing experience of being cartooned and lam- 
pooned. Honestly, we thought he was going to quit, 
and believe some delegates, in the heat of an aroused 
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enthusiasm, wanted him to. But no, the mud sling- 
ing days are over. There are no more leaks in the 
official cabinet, no one to sell their birthright for 
a mess of pottage, and best of all—no buyers. 

And so M. L. has pursued the even tenor of his 
way without public interruption. Incidentally he 
has been able to render priceless assistance to the 
presiding officer. Few will ever know all the quiet 
conferences these two have held, the successful 
business trips they have made, and still fewer will 
ever know how favorable a comparison might be 
made of their expense accounts as against some 
that might be mentioned. 


The Resolution Reception Prepared for “Bill” Lewis 


But we are getting serious and complimentary 
when we really intended to divulge some of the 
amusing things whieh are going to happen at this 
meeting. We think the center ring for one show at 
least will be given to the presentation of a resolu- 
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tion lemon to William P. Lewis. Just fancy “Bill” 
surrounded by national delegates each bearing a 
condemnation of any attempt to change the owner- 
ship of the Bulletin. And, after undergoing this 
trying experience, just imagine him trying to retain 
the newly acquired possession of the Pennsylvania 
association when Secretary John B. Foley is busy 
greasing the track. Oh, yes; Secretary Lewis is go- 
ing to be one busy man at Indianapolis, and withal 
we fancy he will have a few up his sleeve that no one 
is looking for. Mat Ludlow, J. M. Kohlmeier, H. M. 
Kirk and Charley Miller will make a great little 
supporting team. Anyway there will be lots of 
action, and we go prepared to break suspender but- 
tons and the rules “for the prevention of facial 
wrinkles.” 


A Presidential Bee with a Healthy Sting 


With all the fun that is prepared we go ready to 
gloom with that illustrious gentleman around whose 


‘Let me telL 
you about 
tay catal 3! 
























“Kruegerisms” to the rescue 

head the presidential “bee” has been so constantly 
buzzing. We have a hunch he is going to get 
“stung” and know that will cause a swelling, but 
we cannot blame the powers that be. And we will 
not be alone in our “glooming.” The tears of a 
certain Chicago individual will mix with ours. We 


dare say he will be more deeply disappointed than 
the erstwhile candidate, for in the election he can 
see the possible instructions for the grand old na- 
tional ship to take up the tow which it seems likely 
Such grief, such calam- 


to drop at any moment. 
ities! 














They will crown him “king of the mail order killers’ 


May 7, 1914 


The Flittings of Mr. Bow 


As we place the veil of the mysterious future 
about ourselves and forecast the events of the com- 
ing meeting, we see flitting (flitting seems to just 
fill the need for a word. If you never saw any one 
flit just come to Indianapolis) about from group to 
group, urging here, pleading there, promising yon- 
der no other than our old chum and schoolmate J. 
Rufus—we mean Chawles Lane Bow.* We pause 
just here to explain our simplified pronunciation of 
a name which is ordinarily spelled Bowes. We have 
adopted this new pronunciation from one who knows 
the man best of all, Mr. Abbott. Whether he uses 
it as an affectionate term “Bo,” or shortens the 
word because ‘he says it so often we are unable to 
state, but we are following the leader who has led 
the National association over the hills and down in 
the valley for a year or so. 

One of the causes of this “flitting” is doubtless 
to see why the Bulletin has not published those fa- 
mous “pink sheets” for the past several months. 
Now those sheets provide lots of free publicity and 
it is rather inconsiderate of the publishers to inad- 
vertently leave them out of so many issues. 


“Kruegerisms” to the Rescue 


And again, Mr. Bow, so we are informed, would 
like to see another 100,000 of those Standard Retail 
Catalogs published. Of course he does not make 
anything from the catalogs, but it is part of his 
magnificent effort to lead the benighted (?) retail- 
ers “out of the Egypt” of catalog house oppression. 
And in the fight to issue the second edition of cat- 
alogs we see him calling on that staunch supporter 
of the plan, H. F. Kreuger, of Neenah, Wis. 

To divert just a bit, you have all heard of ‘‘Kreu- 
gerisms.” A “Kreugerism” is a bit of penetrating 
sarcasm, with or sound sense emanating from Mr. 
Kreuger. Well “Kreugerism” number 113 is in 
relation to this catalog, and as follows: (Milwaukee 
Speech) “This catalog is medicine which we have 
prepared for you retailers, and we are going to 
make you take it if we have to hold your noses to 
do it.” 

Now then, back to the main line. 


*Tlowa Pronunciation. 


In support 


Poster Exhibit a Novel “Ad” 


5 ee Peirson Hardware Company recently gave 

the first poster exhibit ever seen in Pittsfield, 
Mass. The manufacturers whom it represents 
sent many beautiful posters, works of art in 
printer’s ink, some of them as large as life, and 
the store and store windows were decorated 
for the occasion. The National Lead Company’s 
“Dutch Boy Painter,” the Carborundum Com- 
pany’s “View of Niagara Falls,” Sargent & Co.’s 
embossed signs, Yale & Towne’s builders’ hard- 
ware, Horton Manufacturing Company’s fishing 
scenes, Winchester Repeating Arms Company’s 
“Moose and Hunting Dogs,” Starrett & Co.’s tools, 
Landers, Frary & Clark’s household utensils; Fire- 
stone, Goodrich & Kelley Springfield Company’s 
automobile tires; the Victor Sporting Goods Com- 
pany’s poster of Herzog stealing to third base, Je- 
rome B. Rice Company’s seeds, U. M. C. Company’s 
“Pointer,” White Mountain Freezer Company’s 
“View of the White Mountains,” Gillette Razor 
Company’s lifesize signs and Cabot’s circle of shin- 
gle stains, were prominent ones in the exhibit. 
There were hundreds of others, all artistic in their 
makeup. The collection represented many thousands 
of dollars spent annually for advertising. 
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of the second edition Mr. Bow will probably call 
Mr. Krueger to the stand and have him testify as 
to how he (Krueger) has distributed all the catalogs 
he bought, and what magnificent returns have been 
received. And when this testimony, properly ampli- 
fied by additional Kreugerisms, has been made we 
predict the assembly will lead Mr. Bow to a special 
throne, where he will be crowned “King of the Mail 
Order Killers,” and on his right will be L. C. Ab- 
bott, on the left H. F. Kreuger, while smiling from 
the footstool will be seen no other than our staunch 
friend, Charles T. Woodward of Carlinville, IIl. 
Such loyalty, such appreciation, such a magnani- 
mous token of esteem has never been witnessed, and 
probably will never be repeated, so be sure to join 
us at the ringside to see this special event. 


Have Only Started on the Head Liners 


Dear reader, we know how you have eagerly de- 
voured these advance hints and how eager you 
are for more, but we would not for an instant have 
your appetite become satiated. We may decide to 
give you a little more advance information on this 
convention before it is called to order. In the first 
place you should be there. If that is impossible and 
we decide to save the other things we know until a 
future time then watch eagerly for the postman 
who brings your mail on May 29. That will contain 
your copy of HARDWARE AGE, and in it will be the 
first complete report of this convention. And take 
it from us it is going to be some report. You can 
gather from the hints we have dropped that there 
will be more doing than in a three-ring circus. In 
this crude, rambling article we have only touched a 
few of the headliners. If in the opening we have 
touched some real sense, and in the latter portions 
we have touched some real sore spots we are glad 
and sorry at the same time, but most anybody can 
spring a sensible idea now and then, and if there 
are enough corns sticking around it is mighty hard 
to keep from stepping on some of them. 

Thanking you, one and all for your kind atten- 
tion, and assuring you the box office will refund 
your money if the show is not as represented, we 
remain, 

Merely an “Observer.” 


New Lockwood Hardware Catalog 


Steer Lockwood Mfg. Company, South Norwalk, 

Conn., and 16 Reade street, New York, 
founded in 1880, has issued a fine loose-leaf catalog 
of about 800 pages, each 12 x 11 inches. 

There is illustrated and described a very com- 
plete line of builders’ hardware in locks, lock sets 
and hardware trim generally for interior and ex- 
terior, suitable for any construction whether of 
public or private character. 

A helpful feature is the many ways the goods are 
indexed by which to instantly locate. First there 
is an alphabetical index of items, with next a design 
index, giving alphabetically the name of each style, 
there being a parallel column of each school in which 
the numerous designs are made. 

Then the plan is reversed, giving first the 
schools of design alphabetically with the accom- 
panying design name. The numerical index from 
1 to 288,705'4, consecutively, covers 46 pages of 
three columns each, supplemented by an enumera- 
tion and description of finishes in bronze and brass, 
copper, nickel, silver and gold plate, verde-antique 
on bronze metal and finishes on iron and steel, to- 
gether with a comparison of old and new numbers 
for ready reference. 











WAR SPIRIT PERVADES THE PICTURES OF THE NEWSPAPER 
CARTOONISTS IN REVIEWING CURRENT NEWS EVENTS 











There Is Room for Another Notch On 
The Butt of Uncle Sam’s Trusty Gun 











HOPEFUL WAITING. 
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Gen. Victoriano Huerta, provisional 
president 









Former president Francisco Madero 
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AVIEW OF MEXICAN SITUATION 


From a Business Standpoint as Told by W. N. Dickinson 


The photographs used to illustrate this article were brought from Mexico by Mr. Dickinson 


Elevator Company, New York, and a 

prominent director of the American 
Manufacturers’ Export Association, with head- 
quarters at 66 Broadway, is just back from a trip 
to Mexico, undertaken primarily to obtain first- 
hand informatiou regarding the general situation, 
more especially for the bearing on commercial 
interests. 

His mission was to make, so far as possible, ex- 
haustive inquiries on the ground concerning espe- 
cially the trade situation and obtain information 
on which to form an opinion for their own busi- 
ness guidance. 

The trip included a visit to his company’s office 
in Mexico City, accumulating information as he 
coulg@ in that country, as well as on the voyage 
down and back, from primary sources, through 
talks with natives and foreigners, people in high 
position in Mexico and of other foreign countries, 
as well as our own, by contact with the middle 
classes and the peons or lower element, as oppor- 
tunity presented itself, from which to intelligently 
draw conclusions. 

He approached the task with an open mind and 
without prejudice or bias, seeking only to arrive 
at results in accordance with facts as he heard 
and saw. 


W N. DICKINSON, an official of the Otis 
. 


Landed at Vera Cruz April 3 


Mr. Dickinson left New York March 26 on the 
Ward liner Morro Castle, and landed at Vera Cruz 
April 3, where he found everything quiet, leaving 
Vera Cruz that day on a train for Orizaba. 
Orizaba is a city on the railway between Vera 
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Cruz and the capital, which is about four and a 
half hours’ travel from Vera Cruz. 

The distance from Vera Cruz to the capital of 
Mexico is about 265 miles and a _ twelve-hour 
journey by rail, night or day, there being good 
trains, ordinarily, on which to make the trip at 
either time. 

Leaving Orizaba at 10:30 a. m., April 4, Mr. 
Dickinson continued on to Mexico City, so he 
could see the line by daylight and take advantage 
of the opportunity to talk with people and observe 
en route, arriving in Mexico City about 7:30 p. m., 
April 4. 

It had been planned that Mr. Dickinson was to 
meet Provisional President Victoriano Huerta, in 
an informal way, on April 15, the day he was to 
leave on the return journey, but the culmination 
of events prevented all further thought of the plan 
being carried out. 


Saw O’Shaughnessy at Capital 


The last Mr. Dickinson saw of the American 
Charge O’Shaughnessy and his wife was when 
they saw Lieutenant Court off at the train on 
which both traveled back to Vera Cruz. 

Mr. Dickinson returned to Vera Cruz on the 
same train with Lieutenant Court of the dread- 
nought Florida, Admiral Fletcher’s flagship, the 
officer having gone to Mexico City two nights 
before, presumably with messages from the ad- 
miral to the American Charge O’Shaughnessy. 

Mr. Dickinson had met Lieutenant Court the 
evening previous, when Mr. O’Shaughnessy picked 
Mr. Dickinson up at the American Club, where 
the latter stopped while in the city, and took him 


4 
] 
' 











we) <8 


? & 
wf] 


soos 


atin ond. 


—~— 


Sa anteaters 


a 








74 

















Floating garden, Xochimilco, from where Mexico City 

obtains flowers and fresh vegetables, dating back to 

time of Montezuma, and in vicinity of the springs from 
which city water is obtained 


out to the American Embassy, located in a fine 
residential section called the Colonia Roma. It 
was evident that matters of importance were up 
that evening, the entire clerical staff at the em- 
bassy working late, apparently on dispatches. 
What greatly impressed Mr. Dickinson was that 
the capital city was entirely quiet during his stay 
of eleven days, from April 4 to 15. 

Mr. Dickinson was impressed with the thorough- 
ness with which evidences of the bombardment 
about a year ago had been obliterated. Injured 
public buildings had been repaired, trees that had 
been wrecked were replaced and considerable at- 
tention had been given to removing as much as 
possible visible traces of the destruction wrought 
by shot and shell. 

While it may be thought that such matters 
might better await more settled conditions, pos- 
sibly the idea was that it was important to dem- 
onstrate the fact that Huerta’s government was 
capable of maintaining order and conducting a 
civilized government in an orderly way, for the 
sentimental effect, if for no other reason. 

One gentleman and his wife, whom Mr. Dick- 
inson talked with and who had previously entered 
Mexico from the North, not long before, across 
the United States frontier, while on his wedding 
tour, but who did not contemplate going far in 
that direction, were soon glad to return and get 
into Mexico in a more roundabout way through 
the port of Vera Cruz, where they found the cus- 
toms service and other branches of the govern- 
ment under orderly, normal conditions. 

Mr. Dickinson found many who questioned the 
desirability cf admitting arms and ammunition 
for the Constitutional forces under Carranza and 
Villa, in the Northern provinces, which has so 
strengthened that faction that it has embarrassed 
the Huerta government to pacify Northern Mex- 
ico. 

Many Think Huerta Strong Man 


Mr. Dickinson found that although there were 
some divergent views, that the consensus of opin- 
ion was that Huerta was the strongest and ablest 
executive in sight qualified to handle so difficult 
a situation. 

Huerta is described as a clever, shrewd, capa- 
ble man, 62 years old, trained in the Mexican mil- 
itary academy, and possessed of considerable mil- 
itary ability, quick to see a point and act upon it. 
One opinion expressed was that owing to the 
large percentage of illiterate population in Mex- 
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ico it was difficult to imagine that the country 
could be pacified and governed in strict accord- 
ance with the constitution. 

Mr. Dickinson said that President Huerta fre- 
quently appeared in public and let himself be 
seen, often dining at different restaurants, Mr. 
Dickinson himself having seen him driving even 
during his short stay. 

Notwithstanding the fact that Charge 
O’Shaughnessy had no official status, President 
Huerta showed him every courtesy. 

Mr. Dickinson’s information was obtained from 
people in many stations of life, from Mexicans, 
business people of different countries and nation- 
alities, bank officers, mining, electrical and other 
engineers, representatives of American and for- 
eign interests, the proprietors of restaurants 
where President Huerta occasionally dined, and 
so on, through a long list of different kinds and 
types of people, representing diverse callings in 
business, professional and private stations, from 
whom information could be gleaned. 

Of one thing Mr. Dickinson was assured, from 
his careful investigations; that no matter by what 
means, fair or foul, General Huerta obtained 
power, he was looked upon quite generally as the 
strongest man available to bring about anything 
approaching an orderly situation throughout the 
republic. 


Believe Huerta Best Equipped for the Presidency 


When he became the actual head of the gov- 
ernment, there was anarchy and bloodshed, which 
he soon dominated and controlled, and the pre- 
vailing sentiment seems to be among people from 
Vera Cruz to Mexico City that he was the best 
equipped man at hand for the undertaking; that 
when he attained power order was established in 
the city, and has been maintained since, includ- 
ing the suburbs as far out as San Angel, Santa Fe 
and Xochimileo, some 15 or 20 kilometers dis- 
tant from the city. Mr. Dickinson’s observations 
apply chiefly to places he visited and people he met. 

During the eleven days spent in the Mexican 
capital, Mr. Dickinson never had the slightest 
difficulty or was treated discourteously, or mis- 
treated in any way because of resentment toward 
him as an American or for any other reason. 

When Mr. Dickinson first arrived at Vera Cruz 
he found the American battleships Florida and 
Utah outside the breakwater. A big navy collie: 
was alongside President Wilson’s yacht, the 
Mayflower, coaling her for the trip begun two or 
three days later to New Orleans, with President 
Wilson’s confidential envoy, John Lind, a former 
Congressman, as a passenger. Mr. Dickinson met 

















A fete occasion on a canal not far from Mexico City 
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Mr. Lind on the pier and had a brief talk with entry, business was reported good, but this is ac- 
him. Mr. Dickinson also called on the United counted for by the isolation of this peninsula, 
States Consul at Vera Cruz, W. W. Canada, who’ which is east of Vera Cruz and north of Guatemala 
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Top.—Emiliano Zapata, bandit chief, and staff. He is seated between his brother, Eufenio Zapata, and 
man with cap. 


Center.—Custom House at Vera Cruz, with steamer alongside, where bluejackets and marines landed. Fine 
building in foreground government Postoffice and Telegraph Headquarters 


Bottom.—Zapata and staff being addressed by a Huerta official during negotiations 


has been very prominent there, and especially and British Honduras, and because of lack of 
so since hostilities began. He also saw Consul-- railroad facilities quite outside of the trouble 
General Arnold Shanklin in Mexico City. zone. 
On the return trip Mr. Dickinson was scheduled 
to sail on the steamer Esperanza, of the Ward line, 
In Yucatan, the principal city of which is Meri- but he found a report posted in the train shed 
da, with Progreso, 26 miles north, the port of that the Esperanza would be detained indefinitely. 


Business in Yucatan Good 
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As it turned out, the steamer had been chartered 
by the United States Government to accommodate 
possible refugees. Finding a° Spanish steamer, 
the Regina Maria. Cristina, about to leave for 
Havana, he boarded that vessel and transferred 
to the S. S. Havana of the Ward line at Havana, 
Cuba, reaching New York April 22. 





Hardware Age 


| 





















Execution of three Zapatistas; a common Mexican experience 


Steel Corporation’s Annual Meeting 


TSS annual meeeting of the United States Steel 

Corporation in Hoboken, N. J., Monday, April 
20, was one of the most remarkable corporation 
meetings ever held. Six rolling-mill and blast- 
furnace workers appeared as owners of the corpora- 
tion’s stock, not as employes, and in an open dis- 
cussion of working conditions in the industry, which 
followed a report presented by Chairman E. H. 
Gary on the 12-hour work day, these shareholders 
supported the policy of the corporation in all par- 
ticulars mentioned. 

During the year $2,564,839 was paid out for the 
relief of injured workmen. The corporation’s pen- 
sioners numbered 2092 on December 31, 1913, and 
the amount distributed to beneficiaries of the pen- 
sion fund was $422,815. The total cost of sanitary 
work during 1913 was $564,977, and the money 
paid out for improving the condition of the men 
was, all told, $7,240,669. 

Chairman Gary told the stockholders that the 
Finance Committee had considered the publication 
at certain intervals of figures on labor conditions 
and efforts made to help workmen, but the discovery 
that such a step would cost the corporation $40,000 
annually had brought the matter to a halt. 

Samuel Wilkinson, an employe of the corporation, 
who voted 1300 shares of stock held by 921 fellow 
workmen, made a speech in which he said that he 
was present at the meeting at the request of stock- 
owning employes and no one else. 

Samuel R. Maitland, who said that he was a boiler 
tender and had worked the 12-hour day for 18 years, 
said that he was employed in the Carnegie Steel 
Company’s plant at New Castle, Pa., and that from 
talk with his fellow workers he had learned that 
they all believed they got a square deal from the 
Steel Corporation. “This corporation,” he said, “is 
doing more for humanity than is the United States 
Government. This company keeps men from being 
paupers.” He ended his speech by uttering a 
prayer, in which he asked all present to join. He 
prayed for the employes and the officers and ended 
with “God bless the United States Steel Corpora- 


tion.” 


R. K. Smith, another employe, who had worked 
the 12-hour shift for 18 years, asserted that his 
health was still good, and went on: “If public 
speakers would investigate, they would not make 
the statements they sometimes do and which often 
result in legislation injuring the worker. Dema- 
gogues who pretend to be the friends of labor are 
often its greatest enemies.” 

J. S. Phipps was elected a director to succeed his 
father, Henry Phipps, and the other directors were 
re-elected. 


The Efficiency Man 


A manufacturer worrying over loss of trade 
Was advised he needed an Efficiency aide; 

He had long been seeking just such a man, 
Who could reduce his costs on economy plan, 
One who could equal a prodigious task, 

The drawback being the price he would ask. 


He sat in his chair, his feet on the floor, 
Viewing his mottoes (one eye on the door), 
For these were the lures which took men in, 
And the confidence traps he set to win. 


My terms are high, but brains make price. 
They will seem quite low, if expenses you slice. 


Reduce cost of Radium! that is no plight, 
I thought out plans in a single night. 


You long have been in a rutty state, 

Your shop must be brought up to date. 

A turn about here, is what’s most needed, 
The rules I make must be strictly heeded. 
Take away that man, put another one here, 
That machine in front move back to the rear. 


You cannot open a small peanut stand, 
But he’ll try to show how great profits to land. 


Of all men born, or, who have been created, 
The Efficiency Man is the most overrated. 


— ALFRED D. CLINCH. 
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Prepared by Hardware Age Window Trimming Specialists 


In this issue HARDWARE AGE presents a new 
department called “Weekly Page of Display 
Ideas.” This page is going to give to the 
readers of HARDWARE AGE just exactly what 
the heading implies. Advertising a retail hard- 
ware business 1s a duty often neglected because 
a window trimmer or a clerk with trimming 
ideas 1s not on the payroll. It is a compara- 
tively easy matter, however, to find clerks 
capable of carrying out the details of ideas 
originated by experts and presented in a plain 
understandable manner. A business in a fairly 
good location competes successfully with the 
main corner store by advertising and it is all 
the more true that the store on the side street 
must buy its prospective customers’ attention 
with advertising. There are many ways of 
advertising. Window trims, the show cards, 
and the interior decoration of retail hardware 
stores are all subject to improvement in their 
appeal to the public. HARDWARE AGE has on 
its staff three recognized authorities on the 
various branches of display advertising. They 
will present wide awake retailing ideas every 
week because from our knowledge of the broad 
field we know there exists the opportunity and 
the desire to put more power into this method 
of creating business. 


AVE you ever stopped to consider how im- 
H portant it is to keep on the continual look- 
out for new ideas and how easy it is if you 
neglect this to drop behind in the march of prog- 
ress—to get in the rut, as it were, to be merely 
doing the same thing over and over in the same 
old way? There are too many trimmers who are 
working in this stereotype manner. For instance, 
using out of date fixtures, from which it is impos- 























Sidewalk and window display suggestion 
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sible to get original displays or ones with charac- 
ter, the two elements most essential for successful 
window trimming today. 

It is also up to the trimmer to keep down the 
expense of his work as much as possible, and if he 
be of a progressive nature he may have difficulty 
in carrying out in an economical way the many 
new schemes that are continually forming in his 
mind. 

The trend of window trimming seems to be more 
and more towards the constructing of simple unit 
grouping of merchandise coupled with a strong 
display suggestion. Something clever and catchy, 
out of the ordinary, that will compel more than 
the usual attention to the trim. 

Show window and show card writing ideas which 
we will illustrate on this page each week will offer 
unusual suggestions. The window ideas especially 
will be designed to attract and compel the attention 
of the busy man, who might overlook a more ordi- 
nary showing of merchandise. 

We will strive to give you ideas that are unusual 
from a publicity standpoint. Each suggestion, 
moreover, will forcibly call attention to some im- 
portant feature of the goods or tend to better dis- 
play the products. Ideas of this character bear 
the same relation to show window ideas as does a 
featured cut to newspaper advertising. Showings 
of this kind not only advertise the merchandise but 
also the progressiveness of the store’s display pub- 
licity methods. 

A Window Sidewalk Suggestion 


Our first window suggestion under this heading 
has to do with utilizing the sidewalk in drawing 
attention to the merchandise displayed. 

First, obtain a piece of paper or tape of a good, 
strong color, preferably red; then match the color 
in paint. On the sidewalk from the edge of the 
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A card suggestion for a window display of spark plugs 
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Show card made by cutting illustration from advertise- 
ment in HARDWARE AGE 


window to the curb and then down to the gutter 
paint a line of suitable width. Then, from the 
sidewalk up to a point on the window glass about 
level with the eye of the average person paste a 
strip of the paper or tape. To the inside of the 
glass, at the point where the paper ends, attach 
narrower tapes or paper strips with arrow-shaped 
pieces attached at the other end. These arrows 
should -be fastened to descriptive tickets on the 
articles which you desire specially to feature. 

If this idea is properly worked out, the impres- 
sion will be created of a continuous line of color 
running from the curb up to a point in the window, 
then passing through the window and dividing into 
several narrower lines. 


Our Show Card Suggestions 


The show cards which we feature this week are 
of special value in advertising and featuring mer- 
chandise in the auto supply department. The main 
feature of these cards is the decorative effect se- 
cured by cutting illustrations from the advertis- 
ing pages of HARDWARE AGE and mounting them 
in appropriate places on the card. 

Many merchants still adhere entirely to the use 
of commonplace cards and fail to avail themselves 
of the commercial possibilities there are in the use 
of good strong design. Others, realizing what illus- 
tration and design have accomplished for the maga- 
zines and newspapers, and also what they have ac- 
complished for them in their newspaper advertis- 
ing, are using good, strong illustrations on their 
show cards, thereby attracting more attention from 
the passerby than they could hope to get with an 
ordinary card. 

This is an age of brevity, and the public are not 
inclined to lose time in forming pictures in their 
minds from type, but instead want the type space 
devoted to creating a word picture turned into an 
actual picture or illustration. The picture or de- 
sign should positively predominate over the text 
in order to bring maximum results. 

It is also quite essential that a design for a show 
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card to have the proper business-bringing possi- 
bilities should possess the qualities described below. 
The general treatment should be striking and effec- 
tive in order to attract the eye of the passer-by. 
Once attracted, the effect of the design should be 
so pleasing that it will hold attention and further 
the interest to the idea or thought that was behind 
the design. On the best cards the idea or thought 
should symbolize the merchandise. This will not 
only force the person to realize the real purpose of 
the card, but will also produce such an indelible 
impression on his mind that he is bound to remem- 
ber it long after the sale has passed. 

The accompanying show card suggestions fill the 
above mentioned requirements. The size of each 
of these cards is a quarter sheet 11 x 14. 

The above cards were executed entirely with the 
pen with the exception of the words “Spark plugs,” 
which is brush lettering. 

The ruled margin borders assist in giving a high- 
class layout to their general appearance. 


Stoves in Foreign Countries 


_ widely varying customs existing throughout 

the world in heating houses and cooking food 
are brought out in a 62-page monograph just issued 
by the Government at Washington. It is No. 63 of 
Special Consular Reports, from the Bureau of For- 
eign and Domestic Commerce, and bears the title 
“Cooking and Heating Stoves in Foreign Coun- 
tries.” 

The large, highly decorated glazed tile and brick 
stove of German countries stands out prominently 
in contrast with the small charcoal hibachis or 
hand-warmers in Japan. In South Africa the Dutch 
oven has given away to the modern kitchen range, 
while gas and electricity are becoming popular for 
both cooking and heating in European cities. In 
Syria the people cling to the “taboon” and the 
“tabakh,” both small and made from unbaked clay, 
the former for baking, the latter for cooking. How- 
ever, American oil stoves are becoming popular in 
the cities. The people of tropical South America 
would welcome a non-radiating cooking stove in- 
closed in asbestos. The American consul in Colom- 
bia says that no housekeeper can keep her cooks 
where they have to endure the heat from ordinary 
cook stoves. The Peruvian family, as a rule, is too 
large to be dependent upon a small gas or oil 
stove, hence they have the old-fashioned brick and 
cement stoves. The difficulty in selling American 
stoves in China is that in South China the cooks 
prefer an earthenware fire pot, while in North China 
they take the imported stove apart and duplicate it 
at low cost. 

These and many other interesting points are 
brought out in the publication referred to, which 
may be had for 10 cents per copy from the Superin- 
tendent of Documents, Government Printing Office, 
Washington, D. C. 


Heppes Co. Suffers Fire Loss 


| eee of unknown origin destroyed a portion of 

the plant of the Heppes Company, Chicago, IIl., 
last week. Stocks of finished wall board and raw 
material used in manufacture o fthis material were 
destroyed and a part of the roofing stock was also 
lost. 

The company is now in position to make ship- 
ments of roofing, and a representative stated that 
shipments of wall board would be made within one 
week from the date of this issue. 

The damage from fire and water is estimated at 
$40,000. 











“THE MAN BEHINDTHECOUNTER” 





A Clearing House for Retail Salesmen’s Ideas and Troubles 





Appreciates Trade Papers 


To “The Man Behind the Counter.” 

Dear Sir:—I sure do appreciate the page en- 
titled “The Man Behind the Counter.” I wish 
it were possible for you to be able to print it 
every week. 

I am a salesman in this hardware store, not 
only a salesman but a little bit of everything; 
have charge of the advertising, window dressing, 
buying most of the time and anything that may 
turn up. I have been in the store about six 
years. Came off the farm at that time, and I 
surely do appreciate my hardware papers, read- 
ing Hardware Age, Hardware Dealers’ Maga- 
zine, ete. Yours very truly, 

Clyde Van Horn. 

Malvern, Iowa. 











Which Was the Better Way? 


CENE: A Hardware Store in Benton Harbor, 
Mich. 

Boy enters the store with a skate in his hand and 
approaches an employe. 

Boy—“The wheel will not turn on this skate.” 

Salesman—“Well, you have been tampering with 
it. Whaddye wanter fool with it for? Why don’tyu 
let ’em alone. Gimme here. (Snatches skate from 
boy’s hand.) You d—n kids are a nuisance. How 
do yer expect yer skates to work if you’re always 
trying to take ’em to pieces?” 

Boy—“I didn’t take it to pieces. The wheel just 
stuck.”’ 

Salesman—‘“‘Aw, don’t lie to me; I know you did.” 

Boy—(choking up)—‘“I didn’t neither. They 
wusn’t no good at first.” 

Salesman—(Handing back skate)—‘“Well, here; 
it’s all right now. You let it alone, and don’t come 
bothering me with it.” 


The Other Way of Doing It 


Scene: Onen Hardware Company, Dowagiac, 
Mich. 

Enter boy with skate. 

Boy—‘“Mr. Onen, have you got a pair of pliers I 
can borrow for a minute?” 

Mr. Onen—(Seated, talking to “The Man Be- 
hind the Counter.’”’)—‘“Certainly, son; walk right 
behind the counter, now turn to your right, now 
look in that box and you will find all the tools you 


want.” 
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Boy—“Thank you, sir.” 

Mr. Onen—‘“Did you find it, son?” 

Boy—“Yes, sir.” 

Mr. Onen—“That’s good. How’s your mamma?” 
Boy—“‘She’s well, sir. Thank you, Mr. Onen.”’ 
Mr. Onen—‘“‘That’s all right. Come in any time.” 


Display Stand for Summer Goods 


To “The Man Behind the Counter”: 
I AM sending you under separate cover a photo 
of a lawn mower, ice cream freezer and water 
cooler display rack that I made for the Klein Hard- 
ware Company, Oklahoma City, Okla. The display 
stand as shown by the photo is one of the two that 
we use. 
The stand as shown is 18 in. wide, 8 ft. long and 
5 ft.2 in. high. The first shelf is 2614 in. from the 
floor. Five lawn mowers are shown on cach side 
and the floor space taken up by the mowers and 
stand is not over 3 ft. in width. The space between 
the handles allows you to take out any freezer you 
want without taking down a mower. 
By being swung in this manner allows you to 

















Display stand for lawn mowers, ice cream freezers and 
water coolers designed by a retail salesman 
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sweep under them and displays three lines where 
you would otherwise have mowers alone. 

The tag above each mower gives the name, size 
and selling price; the board on the end has a list 
of water coolers and ice cream freezers, size, cost 
and selling price. 

In the winter time we put a shelf half way be- 
tween the top and bottom shelf and used it to dis- 
play roasters, food choppers and other seasonable 
goods. 


System for Marking Pocket Knives 


For the Klein Hardware Company, as well as for 
the people I am with here, I have put into practice 
a system of marking pocket knives that has proven 
very successful. 

I prefer the flat-topped display boxes, as I think 
one knife by itself stands out more distinctly than 
they do on the boxes where you have to use two. 

I number the display boxes in the case beginning 
with the front left hand box and number from one 
to as many display boxes as there are in the case. 
This number is placed in the front left hand corner 
of the box and faces the salesman. I use the ordi- 
nary metal trimmed marking tag and fasten them 
on with a paper fastener run through the lid of the 
box. 

In the back right hand corner of the lid I put an- 
other tag, and on this put the selling price of the 
knife that is in the box. On the knife itself I put 
only the box number. This number tells the sales- 
man what the knife sells for and also tells him which 
box it came from. 

On the under side of the display box lid I put the 
factory or jobber’s name and their number of the 
knife; also the cost and selling price. 

We find that being able to tell the customer the 
price of the knife that we do not have to show one- 
half as many knives as before, and make more sales 
than when the price was marked on the knife, be- 
sides keeping the stock in much better shape and 
condition. 

When a certain pattern is sold out you have the 
number, cost and selling price right before you, and 
we find that it keeps all our patterns displayed and 
- also keeps the number of odd knives in the case 
down to a minimum. 

Hoping that I have made the above clear and that 
you will receive the photc in good shape, I am, 

Yours truly, 


SALINA, KAN. ORRIN F. PECK. 


HEARING ON STEVENS BILL 


Merchants Association of New York Gets 
Views 


PHE p pros and cons on the merits of ‘proposed 

federal legislation to permit manufacturers to 
fix and maintain the.resale prices at which retail- 
ers and jobbers shall*sell their products were ex- 
pressed by a number of prominent mercantile lead- 
ers of New York City at a hearing on the bill in- 
troduced in Congress. recently by Representative 
Stevens of New: Hampshire before the Merchants’ 
Association. ° More than fifty of the leading busi- 
ness men of New York attended the meeting, which 
was presided over by Edward D. Page. 

William H. Ingersoll,.president of the American 
Fair Trade League, was: the first speaker in favor 
of the Stevens measure. He said that the league, 
of which he is the head, takes the. responsibility for 
the bill. Gilbert H. Montague, counsel for the 
league, who aided in drafting the bill, explained 
that it was an optional measure and exercised no 
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compulsion on any manufacturer who did not 
choose to elect the course of trade permitted there- 
in, to do so. At the present time, Mr. Montague 
said, there are difficulties in the path of the manu- 
facturer who honestly elects to sell their special 
products at an honest price by reason of legal de- 
cisions, and the Stevens bill was drawn so as to sur- 
mount these obstacles. The proposal did not in- 
volve monopoly in any sense, he insisted, every pos- 
sible safeguard being thrown around the bill to 
prevent abuse of the privileges sought to be ob- 
tained. 

L. W. Porter, counsel for the Yale & Towne 
Manufacturing Company, hardware manufacturer, 
declared that he was heartily in favor of the general 
principle of the Stevens bill, but he did not think 
that it went far enough. The English courts, and 
even some of our own state courts have held, he 
said, that contracts fixing the resale price were 
valid, and it is only a recent doctrine in this coun- 
try which disapproved the practice in interstate 
trade. It is essentially un-American, he maintained, 
to prevent an honest manufacturer from acting so 
as to stop the demoralization of his market by price 
cutters. Carl F. Ackerman, representing the Photo- 
graphic Dealers’ Association of America, declared 
that the retail photographic dealers of the country 
are strongly in favor of the law to permit price 
maintenance. 

Congressman Herman A. Metz, who is the author 
of another bill similar to the Stevens measure, in a 
brief address, pointed out some defects in both his 
own and the Stevens bill. Mr. Metz said that the 
question of the maintenance of prices is now being 
seriously considered by members of Congress and 
it would be well if the proponents eliminate several 
misapprehensions in connection with the subject. 
Some means of protecting the small dealer must be 
evolved, and he favors in general the proposition 
of legalizing price maintenance on all patented or 
copyrighted articles of commerce for resale pur- 
poses. ’ 

Percy Sennane, of R. H. Macy & Co., a depart- 
ment store, vigorously attacked the Stevens bill 
and similar measures. He also attacked the propo- 
nents of such measures, alleging that by these 
means they are seeking to monopolize trade and 
make of the distributors their own employees at 
stated terms of profit for their services in selling 
their commodities. ‘“‘The agitation in favor of this 
legislation has been aroused by the American Fair 
Trade League,” he asserted. “I have followed their 
efforts before Congress, at other meetings and now 
here. In New York they hold meetings to pass 
resolutions, and when we who do not agree with 
them ask to be heard at such a meeting we are told 
that only their side is to be heard and that they 
want no opposition to the resolutions. 


“If this bill is passed there will be no such thing 
as retail competition. Any trade-mark will enable 
its owner to establish a resale price to the ultimate 
consumer, and at all the steps between himself and 
the consumer. In advocating this bill you are ask- 
ing for permission to stop a trade custom sanctioned 
by all the laws of economy and business. , 
Finally, you are going to put a premium upon bank- 
ruptcy by the bill. According to it, the only way a 
dealer who needs money can sell below the restricted 
price is to fail. The Merchants’ Association will 
lose members faster than it can gain them if it in- 
dorses this bill which would eliminate competition 
between retailers regardless of the quantity of pur- 
chase or the terms of the individual sales. You are 
trying to bolster up the inefficient man in retail 
trade who can’t stand competition.” 
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THE JOBBER’S COST OF DOING BUSINESS 


By A. H. DECATUR 


President, Decatur & Hopkins Company, Boston, Mass. 


i es service required, and, in fact, demanded 

by the retail trade, has greatly increased the 
jobber’s cost of doing business, and the retail mer- 
chants who are today making so much ado about 
the jobber’s cost of distribution are in reality the 
sole cause of the increased cost of distribution, on 
account of the service required by them. 

The average retail hardware man uses the job- 
ber for every conceivable purpose. If he has an 
inquiry for price on an article not in stock, instead 
of looking it up from catalogs, as any trained 
hardware man could do through his typewriter or 
telephone, he goes to the jobber, or perhaps half 
a dozen jobbers, and they have the looking up to 
do. Possibly six men quote price on five or ten 
dollars’ worth of goods. If this service were paid 
for, it would be much more than the profit on the 
goods, and this all enters into the cost of doing 
business. The typewriter and telephone, while a 
great convenience, have largely increased the cost 
of doing business. 

The great demand in the mercantile world to- 
day is for service, and the jobber who gives the 
best service will get the most business, but service 
is expensive, and the consumer pays for it. If the 
jobbers could sell the same amount of goods to half 
the people, the cost of distribution would be re- 
duced. Also, if the manufacturer would manufac- 
ture and allow the jobber to be the distributor, the 


cost would be largely reduced. But as neither of 
these happy conditions is likely to prevail, let us do 
the best we can with the existing conditions. Let 
us study these conditions as they exist and see if we 
cannot work together for better conditions. 

The average cost of doing a hardware business 
in the United States is estimated to be from 14 to 
16 per cent. While this percentage seems large, 
it is doubtful if it can be reduced. If it cannot be 
reduced, great care should be used to see that no 
part of the business is being handled at a loss. The 
expense account should be carried under separate 
headings; that is, divided up, so that by tabulating 
one month or one year may be compared with an- 
other. 

I would suggest the following divisions: Sales- 
men’s salaries and traveling expenses, office salaries, 
house salaries, rent, heat and light, advertising, 
postage, stationery and office supplies, taxes, bank 
exchange, attorney’s fees and collections, telephone 
and telegraph, boxes and drayage, donations and 
subscriptions, entertaining, insurance, catologs. 

In this way, when any given expense increases 
unduly it can be given attention and possibly cor- 
rected. 

The largest item by far in the expense account 
is that of salaries. We should, therefore, try to 
systematize our business that we may save labor. 
Labor is money. 
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Also, should not a part of this expense be 
charged to the cost of merchandise? The manu- 
facturer, in many cases, in figuring the cost of his 
product, adds the selling cost to the cost of pro- 
duction, and bases his profit on such a cost. Why 
should not the jobber add to the cost of merchan- 
dise such charges as drayage, boxes, excelsior, 
freight and express, and in this way arrive at the 
true cost, before adding the per cent. of profit which 
is to determine the selling price? (This is particu- 
larly true if the salesmen are hired on a profit- 
sharing basis.) 

Also, why should we not add a small per cent. 
to the cost of merchandise to cover unavoidable 
leaks, such as expense and loss on returned goods, 
petty stealings and many items which cannot be 
charged to the expense account for the simple rea- 
son that we do not know what they are. If this 
were done it means that our merchandise costs just 
so much more, and in adding the per cent. of profit 
to be made, we add it to this true cost, and while 
we have not really relieved or diminished the ex- 
pense account, we apparently have, as it has gone 
into the cost of the merchandise instead of the ex- 
pense of distribution. 

One might say that this would not help the sit- 
uation, inasmuch as you could not get any more for 
your goods than the other fellow, even though you 
added it to the increased cost. This would be true 
in many cases, and there are many other cases 
where a larger profit could be obtained if the price 
were asked. Surely if we cannot decrease the cost 
of distribution, we must try to increase the per 
cent. of profit. 

It is a question if this cost of distribution can 
be materially reduced. I believe that the cost of 
distribution is too large, and the jobber, who by 
careful study and system, can reduce this cost and 
still give equal service is the one who will lead in 
the years to come. 


Special Train to Indianapolis 


RRANGEMENTS have been made with the 
Pennsylvania Railroad to provide a special 
train leaving Chicago, Union Station, at 3 o’clock 
p. m., Monday, May 18, and arriving in Indianap- 
olis about 8:30 p. m., to accommodate the delegates 
and visitors to the National Retail Hardware As- 
sociation convention, which will be held in that city 
from May 19 to 22. 

The Hardware Club of Chicago has issued invi- 
tations to all delegates who will pass through Chi- 
cago to make the club headquarters while in the 
city. 


Watrous-Acme Co. Plan Factory 


b hee Watrous-Acme Mfg. Company has purchased 

a tract of 14% acres on Western Avenue and 
Forty-third Street, Chicago, and will erect a plant 
to cost around $300,000. 


AULOGO MoTor Cap Company, St. Louis, Mo., has 
been incorporated to manufacture, sell and deal in au- 
tomobile caps and accessories; $25,000; by James A. 
Cohoun, J. F. Hilbert and Thomas H. Thatcher of Fer- 
guson, Mo. 


THE Mory-THORN CORPORATION has taken over the 
Weller Safety razor, and is manufacturing and selling 
it from the company’s main office, 260 West Broad- 
way, New York City. 
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U. S. Population 98,000,000 


ONTINENTAL United States now has a popu- 
lation of more than 98,000,000, while the 
country, with its possessions, is peopled with more 
than 109,000,000 persons, the Census Bureau has 
announced. Census experts have calculated that 
the population of Continental United States on 
July 1, 1914, will be 98,781,324, against 91,972,266 
on April 15, 1910, when the last census was taken. 
For the United States and its possessions they 
estimate that the population this July will be 109,- 
021,992, compared with 101,748,269 in 1910. Esti- 
mates for cities under 100,000 have not been an- 
nounced. 
Following are some of the cities with a popula- 
tion of 100,000 or more: 


Los Angeles ...... 438,914 i ee ee 236,766 
San Francisco ..... 448,502 nn 4 -o0 66% &% 134,667 
a EAS ae 245,523 ee. OE, acts Ge 102,465 
Bridgeport ........ 115,289 pene Gey .cncces 293,921 
Re 107,038  :/'6} vrs @ Gw-e.o.0 389,106 
New Haven ....... 144,505 x. reer ee 134,303 
Washington ....... 353,378 ES ee 106,831 
0 179,292 SY cet eee oes a 102,961 
ED oe dish @ 6 66k 2,393,025 SP ee 454,112 
Indianapolis ....... 259,413 New York, including 
ES ia Se 6 a wg 235,114 the 5 boroughs... .5,333,537 
New Orleans ...... 361,221 <6 ou ghia bo 529,198 
CS ER 279,590 ls 1,833,696 
EE er 733,802 Manhattan ...... 2,536,71 
, | . ae 125,443 ie i a gd 30,886 
ra er 111,004 Richmond ....... 94,043 
New Bedford ...... 111,230 ae 241,518 
Springfield, Mass... 190,375 eee 149,353 
a gta e 37,650 a 402,175 
Grand Rapids ..... 123,227 PEPE eiveces &* 639, "431 
Minneapolis ....... 343,466 


The population of the States is given as follows: 


Alabama ..........2,c00,940 ee 1,245,873 
I a nad a Gree es 239,053 Se 98,726 
pS 1,686,480 N. Hampshire ..... 438,662 
Ses 2,757,895 New Jersey ....... 2,815,663 
ll ee 909,537 New Mexico ....... 383,551 
Connecticut ........ 1,202,688 ME ines eceeee 9,899,761 
le og a a 209.817 i No. Carolina ......2,339,452 
Dist. Columbia..... 353,378 North Dakota ..... 686,966 
Di -a kos eee eae 848,111 I 
ers Sy ES Oklahoma .........2,026,534 
ae 95,407 Fe 783,239 
Ee 5,986,781 Pennsylvania ...... 8,245,967 
ey a a ae 2,779,467 Rhode Island ...... 591,215 
NE ten Rs oe Bee 2,221,755 BO. CORPORIMM -.. wees 1,590,015 
Ss ine 5 gta ds 1,784,897 South Dakota ..... 661,583 
Kentucky .........2,350,731 Tennessee .........2,254,754 
ee 1,773,482 Ee 4,257,854 
Ee ee re ae 762,787 ee 414,518 
Sl. \ 1,341,075 RE 1,205 
Massachusetts ..... 3,605,522 re 2,150,009 
eee 2,976,030 Washington ....... 07,865 
Minnesota ......... 2,213,919 West Virginia ..... 1,332,910 
Mississippi ........ 1,901.88? Wisconsin .........2,446,716 
ss, 3,372,886 oo 168,736 
ES are 432,614 


Pan Handle Dealers Meet 


HE fifth annual convention of the Pan Handle 

and Implement Association was held at Amarillo, 
Texas, on April 20 and 21. The following officers 
were elected: President, S. T. Harrison, of Mem- 
phis; vice-president, W. A. Johnson, of Roswell; 
secretary, L. E. Lyles, of Amarillo. New directors: 
M. W. Hedrick, of Clarendon; Jeff Hightower, of 
Portales; H. H. Tracy, of Tulia. Directors holding 
over: W. W. Davis, of Miami; P. E. Johnson, of 
Groom; C. Surginer, of Floydada. 

It was decided to hold the next annual convention 
of the association at Roswell, N. M. 

Among the resolutions adopted is one indorsing 
one-cent letter postage, the work of the Trade Re- 
lations Committee and the Price Service Bureau of 
the National Retail Hardware Association in trying 
to bring about better conditions in the retail hard- 
ware trade was indorsed. 

Frank A. Bare, manager of a Denver branch of 
the Ohio Varnish Company, was one of the speakers. 
He talked on salesmanship. W. A. Johnson, of Ros- 
well, N. M., spoke on “Credits.” 

A feature of the convention was a barbecue at the 
farm of Ed. Holbrook, north of Amarillo. Mutton 
and baby beef contributed to the excellent bill of 
fare. 
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“The Assistant Manager” 


Learns Some Things About Varnish Making 





Subject of Claims Treated Too 
Mildly 


Washington Court House, Ohio, April 25, 1914. 


To “The Assistant Manager”: 

The writer has read with a good deal of in- 
terest your article on the abuses of claims and 
is rather surprised at the mildness in which you 
have handled the affair. However, the article 
is a good one; good enough to be printed in book- 
let form and distributed among salesmen and 
customers. We wonder if you contemplate any 
such publishing, and if you do would like to 
have about 600 copies. 

Very truly yours, 
THE BALLARD-FORD HARDWARE CoO., 
Alexander H. Ballard. 











HE ladies orchestra in the gallery had just 
T' finished playing one of those tantalizing, 
mesmerizing affairs that put a strain of 
hesitation in your head and a touch of tango in 
your heels when I met Jim Lord. My only excuse 
for calling him Jim is that his mother named him 
James B. and I have ridden in his automobile. Be- 
sides this he is a heavyweight. Stands somewhere 
between six and seven feet and tips the beams at 
two hundred and forty. Any old salesman will tell 
you that you can get personal with a big fellow 
where its dangerous with one of the little chaps 
who has to stand extremely erect to look the part 
he is qualified to play. 

It was at the New England Hardware Show in 
Boston. Beantown was doing herself proud. We 
had been “feasted” and “fasted.” The feasting 
took place at a banquet and the fasting was a pecu- 
liar form of foot work prevalent at the annual ball. 


Looking for News 


Everyone was happy and there was something 
doing to every square inch. I went tearing up the 
aisle of the show with a Graflex camera and a note 
book for ballast in a vain effort to flag some notor- 
iety and snap him when I bumped into a human 
wall and stopped short to offer my sincere apologies. 
“That’s all right, old man,” said the two hundred 
and forty pounds with a smile as he reached for his 
breast pocket. “I just wanted to stop you to give 
you a good smoke. Pure Havana filler and a wrap- 
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The “Kyanize”’ 
trademark 


per that will stand as much 
rough usage from a cigar 
standpoint as Kyanize will 
from a varnish standpoint. 

I looked at the label on the 
“smoke” and like a front cover 
ad. the “K-Y” with trailers 
stood out. That’s how I met 
the president and sales man- 
ager of Boston’s great varnish 
factory. Now no newspaper 
man with a camera can ccn- 
scientiously smoke a manu- 
facturer’s cigar with- 
out requesting a “sit- 
ting” so I requested and he “sat,” which resulted 
in the snapshot. It also resulted in an invitation 
to visit the plant next morning to see first hand 
how varnish is made. I told Alex. Chandler of my 
proposed trip and was carefully led around the cor- 
ner and assured in a low voice that a varnish fac- 
tory wasn’t at all like a brewery, but even with this 
inside information, I went. 


A Ride to the Factory 


At 8 o’clock next morning a big Cadillac came 
purring up to the Copley Plaza hotel and your 
assistant proudly answered the page call that made 
the machine his private car for the morning. Say, 
if the English had ever charged Bunker Hill with 
half the speed that my chauffeur worked out of 
that car as we hit the pike they would have saved 
themselves two return trips under trying circum- 
stances. I was just beginning to feel at home in 
an automobile when we pulled up to the factory and 





B. Lord, 
Boston 
Varnish Company 


Jumes 
president 
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A view of the Boston Varnish Company’s warehouse 


I had to get out; but considering the information 
they pumped into me in the next two hours, I guess 
it was just as well. 


i Not a Technical Article 


Now don’t expect a technical article on varnish 
making. I am just going to tell the things that 
were new to me. 

There are about three hundred varnish manu- 
facturers in the United States. Some of them be- 
long in the business and a lot of them ought to be 
given a one-way ticket to the nigger republic. I 
believe the Boston Varnish Company to be the 
maker of first quality goods and this opinion wasn’t 
made in the automobile. About 10 per cent. of 
their capital is tied up in Kauri gum. This is a 
varnish gum found in New Zealand, where the na- 
tives prod for it with rapier shaped spears. These 
spears are from 8 to 12 feet long and after a good- 
sized piece of gum has been located an ordinary 
No. 2 shovel and elbow grease are employed to dig 
it out. This gum is also found on the surface, but 
the better qualities are underground. There are 
two methods of cleaning this gum. One is the 
crude chipping method whereby a native with a 
sharp tool pecks away until he completes an uneven 
job. The other is the alkaline system whereby 
science takes a hand and does the job up right. 
This system sacrifices about 20 per cent. of the raw 
gum, but it leaves a pure product much in demand 
by manufacturers of high grade goods. I asked 
what those New Zealand gum diggers made and 
was surprised to learn that they get from $15 to 
$40 a week. 

Other Ingredients of Varnish 


Turpentine, linseed oil and China wood oil go 
with this gum to make varnish. Varnish manu- 
facturers seem to be more or less doubtful about 
middlemen on the oily proposition. They say that 
to get pure oil they must deal directly with the 
makers. These manufacturers also seem to have 
their own opinions about turpentine. They seem 
to have three grades—good, bad and worse. Good 
is water white, bad is yellowish white and worse 
is a yellowish white that borders on brown. Dig 
up a sample of your turpentine and see if it’s water 
white, then dig up an invoice and see what you 
paid for it. 

China wood oil was a godsend to varnish makers 
when it came into popular use a few years ago. It 
is made of the nuts of a tree known as alcurites 
cordata. Beyond the Chinese border you are not 
supposed to be able to pronounce it. It is some- 
times called the national tree of China. The seeds 
of this tree resemble chestnuts and contain more 
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than half their weight in oil, which is secured by a 
simple grinding and pressing method. This oil is 
known as China wood or tung oil. 


The Melting Stocks 


We passed out into the plant and soon arrived 
at the melting stacks. Here a battery of six fur- 
naces was going it full blast. Huge copper kettles 
on low wheeled iron trucks were filled with varnish 
gum and backed over the sunken charcoal fires to 
“cook.” During the cooking processes, varnish 
loses from 10 to 25 per cent. of its weight and ex- 
treme care must be taken in this stage of the manu- 
facture. An underdone batch of biscuits isn’t to 
be compared with an underdone kettle of varnish. 
When this misfortune takes place the varnish goes 
to the dump and the “cook” to the timekeeper’s 
office. An overdone lot results in an inferior prod- 
uct. Every kettle is fitted with a thermometer and 
the “cooks” keep their eyes on the oven door. They 
stir it until the last lump is gone. After the im- 
purities are cooked out of the gum, the other in- 
gredients are added. Good varnish is thinned with 
benzine. 

Did you ever hear a wise traveling man speak 
of eight-gallon varnish or twenty-gallon varnish 
and wonder what he meant? These are factory 
terms that refer to the number of gallons of linseed 
oil used to 100 pounds of gum. I once heard a fel- 
low speak of short oil and long oil. Refers to the 
same thing. Naturally short oil dries quickly and 
gets hard quickly, but it is just as easily rubbed 
and won’t stand up under hard wear. 


Separator Used Similar to the One for Cream 


In another place in the factory we saw a huge 
separator. It was labeled De Laval, and I asked 
Mr. Lord what in the dickens they were doing with 
a cream separator in a varnish factory. He 
laughed. ‘“That’s not a cream separator, boy,” he 
said, “that’s a filtering machine. We used to filter 
varnish through duck cloths, but it was a mighty 
slow process. Your cream separator friends 
studied our needs and gave us a machine that does 
the work by centrifugal force and saves three 
months time for us. That’s some time saver, but 
if you will come out here in the packing room [’ll 
show you one or two others that are in a class by 
themselves. 

“This,” he said, as we stopped by a young fellow 
busily engaged in filling bright new cans,” is a fill- 
ing and measuring machine.” 

The boy placed a can on one side of a scalelike 
platform, pressed a lever and a stream of dark 
heavy varnish direct from the storage tanks soon 

















A room for varnish tanks 
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filled it. As the weight of a full pint tipped the 
balance of the scale the stream of varnish was 
automatically shut off. Speed and absolute accu- 
racy beyond what could be expected of hand meas- 
uring are certainly being obtained. It was but a 
second’s work to put on the covers. 

On the other side of the room the clatter of cans 
told of some rapid fire work and we edged over to 
see the labeling machine as it glued on the highly 
colored ‘“‘Kyanize” wrappers that told the world in 
gold, red and blue letters what to expect as the 
contents of that can. Clip-clip, clip-clip! The 
bright naked cans rolled in at one end and came 
out in full dress at the other end, one can a second, 
sixty a minute. 

“We could feed them at the rate of 100 a min- 
ute,” said Mr. Lord, “but one man at the other end 
of the machine can’t take them away and pile them 
that rapidly. That machine saves the work of ten 
men and does neater, better work.” 


I learned that 75 per cent. of the output of the 
Boston Varnish Company is can goods and that the 
great bulk of the remainder is sold to piano fac- 
tories. 


Shellac Is Not Popular 


I learned that shellac as a ground work for var- 
nish is mighty unpopular with makers of good var- 
nish. Why? Well, shellac scratches white. A 
good varnish covering over a shellac base gets a 
severe scratch which reaches clear through the var- 
nish down to the cheaper product below. The 
scratch shows white and a greenhorn promptly ren- 
ders the verdict “poor varnish.” Get the point? 

“What will a good varnish stand?” I asked my 
friend. 

“Well, you can draw your own conclusions,” he 
answered, “from the fact that an ordinary man’s 
step records a ninety-pound blow on the varnish. 
Not a leather headed blow but a steel headed one. 
Look at your own heel. I looked and of course the 
bright steel heads of worn shoe nails were much in 
evidence. 

Say, how would that go as a selling argument 
for a can of good varnish? Try it out and let me 
know how it goes. 

As we came back to the office and the chauffeur 
cranked up the car that was soon to be mine no 
more I asked Mr. Lord what was the greatest draw- 
back to the varnish business. He had been giving 
me new, live answers all the morning, but his reply 
to this question was time worn and ancient. 

“Tt’s the lack of good salesmen. We have 
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A battery of furnaces for “cooking” varnish ingre- 
dients 


thirty-three and could use fifty. If you ever meet 
a star let me know.” 

The boy turned on the gas and ten minutes later 
I was taking notes of W. P. Lewis’s straight-from- 
the-shoulder talk on mutual insurance. 


Applauds “Efficiency” Articles 


Editor, HARDWARE AGE: 


[) UBING my absence I received a letter dated 
March 2, asking my impression of the arti- 
cles signed “Efficiency.” I consider those articles 
of great value and very suggestive if your readers 
would spend the necessary time, not only to read, 
but to think and resolve, for this is the main 
purpose of these articles. If you ever decide to 
have them printed in book form, you can enter my 
order for one, providing price be within reach. 

In reading article April 16 under title, “The 
Pursuit of Happiness,” to show you that I think 
like the writer of the article, I refer you to a few 
lines written by me for Hardware Dealers’ Maga- 
zine in January, 1914, issue, page 87, entitled 
“Sound Canadian Philosophy” and which partly 
reads as follows: “We are always happy in this 
life in whatever position we may be if we want 
to, for happiness is not of facts and circumstances, 
but a mental attitude to accept the present and 
see the future with the utmost optimism com- 
bined with real satisfaction of having fulfilled all 
our duties toward God, our family, our business, 
our country and ourselves. To my mind what 
contributes the most to be happy is good health, 
and my slogan has been, is and will be: Do all 
you can to preserve your health, for an ounce of 
prevention is more valuable than cne pound of 
cure, as often times money will not secure health, 
therefore be careful to preserve what wealth can- 
not restore.” 

I have read about half of your most valuable 
book, “How To Sell Hardware,” in which I have 
been highly interested. If every hardware dealer 
would put in practice the suggestions you make, 
there would be at convention meetings much less 
free advertising for catalog and mail order houses. 
Everybody would be able to hold his own against 
anyone, and still make progress by increasing his 
yearly sales and profits. 

Yours truly, 
FRED. C. LARIVIERE, 
Montreal, Canada. 


WORK IS STARTING on the factory for the Aluminum 
Goods Company, Newark, N. J. It will occupy an en- 
tire square and cost about $100,000. 
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SCORES ANTI-TRUST BILLS 
W. H. Pratt Says Pending Legislation Is 
Dangerous to Manufacturers 


. 7 F the proposed legislation against holding com- 
panies is carried through it will do more 
harm to the small manufacturer than anything ever 

















W. M. Pratt of Goodell-Pratt Com- 
pany, who talked to Chicago Hard- 
ware Club on Anti-trust legislat:on 


before,” declared W. M. Pratt, of the Goodell-Pratt 
Company, Greenfield, Mass., in a talk’ before the 
Hardware Club of Chicago last week. 

Disclaiming any partisanship or any attempt to 
drag politics into the question, Mr. Pratt scored 
the efforts now being made to pass laws which 
would abolish interlocking directorates, holding com- 
panies, and would form a commerce commission 
in which would be vested power to investigate any 
business on demand. 

Each of these laws was a direct blow at the small 
manufacturer, said the speaker. Interlocking di- 
rectorates enabled the small manufacturer in small 
communities to place upon his board bankers whose 
influence would materially assist in adding prestige 
to his company. The larger concerns, or trusts, did 
not need such directorates since they were finan- 
cially independent, but they were vital to the small 
man who was just beginning. It was predicted 
that the enactment of such a law would keep hun- 
dreds of enterprising young men from embarking 
in the manufacture of goods. 

Empowering a commerce commission in the man- 
ner which it is understood the law under consid- 
eration at the present time would do, would lay 
every firm open to the distrust of the general pub- 
lic as well as bare their trade secrets to competi- 
tors, declared Mr. Pratt. He said that under such 
a law an unscrupulous competitor could demand 
that a certain firm be investigated. The vital 
secrets of that organization would become public 
property and the efforts and accomplishments of 
years would be lost in a large degree. 

These affairs were considered of vital importance 
to every manufacturer and dealer in the country, 
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declared the speaker. He said the President had 
made the statement that his work was being con- 
ducted with the consent of the people, since no 
complaint had reached him relative to the legisla- 
tion which has been mentioned. 

Mr. Pratt also talked interestingly of export 
trade, giving various instances of the wide distri- 
bution of American products, and complimented 
the energy and efficiency with which the business 
of many foreign merchants is conducted. 


Corbin’s New York Office Moved 


P & F. CORBIN have consolidated their uptown 
e and downtown offices in New York City and 
have installed them in commodious quarters in the 
new Architects’ Building, 101 Park Avenue. The 
change was made primarily to secure a closer con- 
nection between the businesses of the two stores, 
and also to gain the advantages of a more central 
location and of more convenient quarters, neither 
of the two former offices being susceptible of ex- 
pansion to contain the forces of both. 

The new offices are within two minutes’ walk of 
the entrance to the Grand Central Station, where 
the subway, surface and elevated lines meet, and 
could hardly be easier of access from all parts of 
the city. They are lifted above the street level with 
the noise and dust caused by the traffic, and into 
the light and air, the rooms fronting on Park ave- 
nue and on Fortieth street. The display rooms are 
models of convenience and artistic arrangement and 
are flooded with light. The entire effect is a most 
happy one, combining utility and beauty in an orig- 
inal and highly satisfactory manner. 

Deliveries of goods are made from the ware- 
rooms at 98 Lafayette street, but all business is 
conducted from the new offices in the Architects’ 
Building. The former sales office at 106 Lafayette 
street and the contract department office at 39 West 
38th street have been vacated, and the transfer to 
the new location has been made. 


The Railroad Rate Question 


Editor HARDWARE AGE: 
i writer notes with considerable interest your 
editorial in the last edition of the HARDWARE 
AGE covering the situation as pertains to the rail- 
road companies and their request for 5 per cent. in- 
increase. It would seem that it is the logical thing 
to do for several reasons. One is that the govern- 
ment arbitrarily adjusts the rates for both passen- 
ger and freight service. The labor union demands 
advances from time to time, and their demands are 
generally met. It would seem, therefore, that this 
increase in the rates is due the railroad companies, 
as there is no question that the cost of operation 
is greater and advances along with the advances in 
other lines. 

There is a claim made, however, that with the in- 
crease in efficiecy the operating costs are automat- 
ically reduced, which claim possibly has some foun- 
dation, yet we know that there is an increase in the 
cost of operation of almost any kind of business, 
and, while 5 per cent. increase would not amount to 
a great deal to any one shipper, yet the total receipts 
on account of this increase would amount to consid- 
erable to the railroads, and if by securing this in- 
crease unemployed men be put to work, equipment 
and roadbed could be improved, and better service 
could be given, that slight increase would be justi- 
fied. Yours truly, R. L. MASON. 

CANTON, ILL. 











/had rather have a fool to make me merry 
than experience to make me sack 


What He Needed 


R. PAINE had become much disturbed over 
some stomach difficulty and had decided to 
consult a noted specialist. Accordingly he was 
ushered into the office of the great physician, com- 
plaining that he felt very badly right then. 

“What did you have for luncheon?” the doctor 
inquired. 

Mr. Paine answered thoughtfully: “I had crabs 
en casserole, bisque soup, a little chicken, nut 
salad, ice cream, coffee, crackers and cheese.” 

The great specialist gave him an X-ray look. 

“You don’t need a stomach specialist,” he said. 
“You need a brain specialist. Twenty-five dollars, 
please.”—Ladies’ Home Journal. 


Come to Stay 


ORIS was radiant over a recent addition to the 
family, and rushed out of the house to tell 

the news to a passing neighbor. 

“Oh, you don’t know what we’ve got upstairs 
she cried. 

“What is it?” 

“It’s a new baby brother!” And expectantly she 
watched the effect of her announcement. 

“You don’t say so! Is he going to stay?” 

“I think so”’—very thoughtfully. “He’s got his 
things off!”—People’s Home Journal. 


"9? 


Peace at Any Price 


T3 HAT’S the shape of the earth?” asked the 
teacher, calling suddenly upon Willie. 
“Round.” 
“How do you know it’s round? 
“All right,”’ said Willie; “it’s square then. I don’t 
want to start any argument about it.”—Current 
Opinion. 


Unconscious Humor 


Rear Daily News: “For sale—twenty chick- 
ens, stone color, guaranteed to lay fresh eggs.” 
Connecticut paper: ‘“Wanted—A _ steady re- 
spectable young man to look after garden and care 
for cow who has a good voice and is accustomed to 
sing in the choir.”’—Boston Transcript. 


A Mesmerist 


‘¢DEMEMBER,” said the fair visitor to Convict 
2323, “that stone walls do not a prison make, 


nor iron bars a cage.”’ 
“Well, den, lady,’ replied 2323, “de warden’s 
soit’nly got me hypnotized.—Ladies’ Home Journal. 
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Mail-Order Dentistry 


R. EVANS, the well-known American dentist 
who lived in Paris, once showed all his curios 
to John S. Sargent, the painter. 

“Among the curios,” said Mr. Sargent, “there 
was a letter that amused me greatly. It was 
written to Dr. Evans when he was practising in 
America, years before, by a young farmer in Ver- 
mont who wanted a set of false teeth made and 
sent to him. He wrote for the teeth in some such 
way as this: 

“My mouth is three inches across, five-eighths 
inches threw the jaw. Some hummocky on the 
edge. Shaped like a hoss shew, toe forward. If 
you want me to be more particlar, I shall have to 
come thar.’ ”’—Current Opinion. 


Sizing Him Up 
OMAN—I want a pair of trousers for my sick 
husband. 
Clerk—What size, ma’am? 
Woman—Why—er—lI don’t know; but he wears a 
No. 7 hat, if that’ll help vou.—E xchange. 


Lost Motion 


“fa I wash my face I look in the mirror 
to see if it’s clean. Don’t you?” asked the 
sweet little girl of Bobbie. 
“Don’t have to,” said Bobby, “I just look at the 
towel.”’—E xchange. 


Reading is thinking with some one else’s head 
instead of one’s own.—Schopenhauer. 


A man who suffers from cold feet is often hot- 
headed. 


A Suggestion to Opportunity 


WY HEN Opportunity, hot-footing by, 

Knocks on the door of hovel and of flat, 
Sometimes he gives a gentle “‘rat-tat-tat,” 

As soft as air—as noiseless as a sigh. 

And far within some boy with bulging eye 
Reads on of Presidents unstirred—whereat 
Old Opp. with vigor grabs a baseball bat 

And bangs the next door once—ere he can fly, 

The boy within has seized him with a cry; 

“Sign me,” he pleads; “I’d give my neck to try 
That big-league game. Just watch my spitter 

hop! 

I’ve got more speed, too, than that Johnson guy. 
Think of the pennants I can help you cop!” 

Why can’t the old chap try a louder noise? 


Upon the presidential brand of boys? 
—Collier’s. 
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Price Control Feature Dropped in New Legislation 
By A. A. CHENAY 


slow progress of the anti-trust program 

was reached yesterday in the Senate. The 
Interstate Commerce Committee completed the draft 
of the revised “omnibus” measure which embraces, 
under one bill, all the various trust prohibitions 
which have been proposed for enactment in order 
to carry out the President’s recent recommendations 
on the subject. The text of the measure was made 
public last evening by Senator Newlands. 

This latest attempt of the Senate Committee is 
entitled “a bill to create an Interstate Trade Com- 
mission, to define its powers and duties, and for 
other purposes.” It is considered as the most dras- 
tic proposal yet put forward in regard to the much 
mooted trust problem. 

The new measure provides for the creation of an 
Interstate Trade Commission of five members, with 
powers quite similar to those now vested in the In- 
terstate Commerce Commission. It prohibits inter- 
locking directorates and holding companies, and 
aims to prevent the practice of “stock-watering.” 

One of the most radical features of the bill is 
that it makes guilt personal by providing that when- 
ever a corporation violates the act the offense shall 
be deemed to be also that of the individual directors, 
officers and agents of the corporation authorizing 
the acts prohibited by law. Heavy penalties are 
provided for violation in this regard. 

The re-establishment of competition is one of the 
big intents of the new legislation, this carrying out 
the Administration’s policy of “enforced competi- 
tion” as opposed to “regulated monopoly.” 

Paragraph 10 of the bill forbids a corporation to 
engage in commerce if it holds, owns or controls the 
whole, or any part of the capital stock of any other 
corporation carrying on a competitive business. 
This provision gives the proposed commission power 
to prevent the destruction of competitive conditions 
by acquiring the stock of a competing corporation, 
nor can the same end be accomplished by pure hold- 
ing companies acquiring the stock of two competing 
corporations. 

The bill, furthermore, suspends the statute of 
limitations as to the right of private actions arising 
under the anti-trust laws when proceedings are 
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brought by the United States to enforce them. 

Restricted hearings are to be given on the various 
provisions of the measure during the month. Rail- 
road interests opposed to the paragraph referring 
to the disposal of stocks, bonds and other securities 
of common carriers will be heard on May 11. 


HE revised anti-trust measure of the House Ju- 
diciary Committee, recently reported in this 
correspondence, was favorably reported by the com- 
mittee yesterday. It is expected to be taken up in 
the House for consideration soon after Chairman 
Clayton files the formal report, probably within the 
coming week. 

As reflected in these two measures, the House 
and Senate would seem to be far apart on the ques- 
tion of meeting the problems involved. There are 
several big points in which the two bills conflict, or 
where the one fails to cover subjects embraced 
within the scope of the other. 

The question of exempting farmers’ and labor 
organizations is not dealt with in the Senate meas- 
ure. The House provision against unfair discrimi- 
nation in prices and exclusive contracts is also 
omitted from the text of the bill agreed upon by the 
Senate committee. 

It is quite likely that the House will pass the 
legislation about as it has been reported. A spe- 
cial rule is under consideration which would force 
action and bring on a vote within a specified time. 
This method will probably be invoked by the lead- 
ers who are desirous of making a showing in get- 
ting the anti-trust program under way. 

Passage by the House, however, does not at all 
imply the final enactment of the proposed law. In 
this particular instance, with the two Houses work- 
ing so evidently at cross purposes, it may tend only 
to increase the resentment that undoubtedly does 
exist on this subject between House and Senate 
leaders. 

While the President is reported as still insisting 
upon the passage of the proposed “trust” legisla- 
tion, there is felt to be much doubt as to whether 
the program can be put through in anything like its 
original intent. 
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HEN the automobile owner 
V y became __ sufficiently ac- 
quainted with his ma- 
chine to be able to judge whether 
a gentle eccentricity on the motor’s 
part was a polite request for a 
new spark plug or a symptom that 
the exhaust valves needed regrind- 
ing, he was in a position to pur- 
chase his supplies without aid from 
the chauffeur. 

Thereupon opened a new era for 
the retail hardware dealer, who 
had hitherto been unable to see his 
way clear to mix a pint of Hunter 
with a gallon of oil and do a 
straight business. 

As a result the hardwareman of 
to-day, who fought shy of the line, 
while it was inseparable from 
graft, has added another money 
maker to his stock. 

A line of automobile supplies 
does not add to the overhead ex- 
yense of a hardware store, while it 
certainly increases the possibilities 
of attractive display in both show 
‘vindows and the store itself. 

[he line pays good profit, adds to 
the prestige of the establishment 
and brings the proprietor in closer 
touch with a very desirable class of 
trade. 

Garage Supplies 

In small communities, where 
the car owner maintains his own 
garage, there is a market for that 
class of goods known as “garage 
supplies,” which includes fuel stor- 
age tanks, washers, turntables, 
electric buffers, oil tanks, waste 
cans, power air compressors, vul- 
canizing outfits and the like. 


By L. A. SHARP 


The individual sales of these 
goods run up into considerable 
money and an agency for the man- 
ufacturers of this line of equip- 
ment may often be arranged for, 
to the great advantage of the local 
dealer who, being on the ground, is 
in a position to know when any- 
thing of this nature is likely to be 
required. 

Portable Garages 

An agency for one of the manu- 
facturers of the now widely adver- 
tised portable garages is another 
connection worth while arranging, 
as these buildings put a tenant ina 
position to erect on rented property 
a house for car storage, which he 
would otherwise hesitate to build 
on a short lease. 

Air compressors are to-day such 
a convenience for inflating tires 
and the electrically operated out- 
fits are so simple as to appeal to 
the man who stores his car at home 
and upon whom the task of pump- 
ing devolves. They constitute a 
good line for agency work. 

Underground fuel storage sys- 
tems are also salable if the local 
owners knew that some one in their 
neighborhood was equipped to in- 
stall and keep them in repair if, as 
rarely occurs, they became de- 
ranged. 

Auto Accessories 

Among accessories proper there 
is a special class which has come to 
the fore within the last few 
seasons. 

This is a modification of stand- 
ard portions of equipment, specially 
adapted to certain makes of very 
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popular low-priced cars, and -fur- 
nished, as a unit with all necessary 
fittings, to allow of attachment, 
without machine work, to the par- 
ticular model and make, for which 
it is designed. 

These include ignition and light- 
ing systems, starters and other de- 
vices calculated to bring even com- 
paratively early models of popular 
cars up to date, while giving the 
later models many of the advan- 
tages of much higher priced ma- 
chines. 

In a community where these par- 
ticular cars are numerically strong, 
a moderate supply of such attach- 
ments will prove trade winners 
worthy the consideration of the 
dealer. 

Spark plugs, tires, tire tools, fun- 
nels, oil and grease guns may be 
considered staple goods—also high 
and low-tension wiring—of which 
latter the best grades only should 
be carried. 

Rubber and aluminum matting is 
always in demand when a car re- 
ceives its spring overhauling and a 
fair supply should be carried in 


stock. 
Battery and Tool Boxes 


Battery and tool boxes make an 
attractive display and many who 
purchase a car with a clear run- 
ning board, soon convince them- 
selves of the convenience of a re- 
pository for odds and ends, and this 
is where the box wins out, particu- 
larly if it is arranged to also hold 
the gas tank and is provided with a 
tool tray. 

In the tool line, valve lifters and 
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grinders are good sellers; also 
spring winders, which permit the 
owner to wind a spring at a min- 
ute’s notice. 

Ready cut gaskets, packing, elec- 
tric connections and the many lit- 
tle “fixings” for the top are good 
lines to carry. 

Electric signals are in demand 
and this often means an accom- 
panying sale of dry or storage bat- 
teries and testing instruments— 
ammeters and voltmeters. 

Facilities for the recharging of 
storage batteries often lead to con- 
siderable trade, particularly among 
the owners of older models of cars, 


t 


who are also customers for coils, 
coil parts, timers switches and 
adapter sets, for transforming oil 
into electric lights. 


Shouldn’t Forget Motorcyclist 


The motorcyclist should not be 
forgotten, as he is a good prospect 
with many things to buy before his 
machine is equipped to suit him. 

This promising individual con- 
sumes with gusto, such morsels as 
speedometers, acetylene headlights, 
carbide gas generators, leggings, 
goggles, luggage carriers and tire 
pumps. 

Like the bicyclist of old days he 
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is rarely entirely satisfied with his 
present saddle, and his search for 
ultimate perfection in that line puts 
much useful coin into rapid circu- 
lation, to the financial advantage 
of the dealer who is there with the 
goods. 

After catering to the motorcycle 
trade long enough to get a line on 
his customer’s needs and likings, 
the next logical forward step is to 
secure a motorcycle agency. 

In larger towns a motorcycle will 
come in very handy when making 
deliveries and the demonstrating 
machine may thus be made to more 
than earn its keep. 


MOTOR SUPPLY WINDOW OF TOPEKA, KAN., STORE 








Polk | heceeL Le 





eS AAAAOO. 
4 * ys 
rhe 


vai 
» 
~ 


Sat ‘aay a 


? er » ~, & a 





oes. yt AY 
, e n° oe > 


LESS pS 


Tae & oy ; 


=. 





A first attempt automobile window display that brought considerable business 


Shee W. A. L. Thompson Hard- 

ware Company, Topeka, Kan- 
Sas, a recent accession to the ranks 
of hardware firms handling automo- 
bile accessories, improvised a win- 
dow display that while it proved to 
be a business maker, was not con- 
sidered by the company to be ar- 
tistic, principally because up to the 
time of installation a sufficiently 
large assortment of this _ line 
had not arrived to make a really 
good exhibit. This circumstance 
nevertheless emphasizes the im- 
portance of automobile  acces- 


THE HARDWARE STORE OF GEORGE 8S. 
GAY at Jacksonville, Fla., has just 
celebrated its twenty-fifth anniver- 
sary. In 1899 when the store was 
founded, the owners were Hayden & 
Gay. They continued in partnership 
until January 1, when Mr. Gay pur- 
chased the interest of Mr. Hayden. 
During its quarter of a century of 


sories to the hardware man. 

The raised surface was utilized to 
display automobile horns, tire re- 
liners, metal polish, prest-o-lite 
torches, tire tubes, fire extinguish- 
ers, etc., and the large rack in the 
center carried bumper bars, while 
the wall was used to display cas- 
ings, anti-skid tire chains and some 
advertising matter. 

On the sloping surface of the 
raised platform were auto wrenches, 
tire tools, gasket sets, spark plugs, 
battery switches, etc., and on the 
floor were air pumps, auto jacks, 


business the firm has remained in the 
same location, doubling the original 
store space. 


THE VIM CYCLE & HARDWARE COM- 
PANY, of Buffalo, N. Y., has pur- 
chased the wholesale bicycle and 
sundry stock of the Erie Rubber Com- 


pany. 


gasoline funnels and similar goods. 

Eiectric bulbs for automobiles, 
which were electrically connected 
and lighted at night, were placed in 
front of each of the lamp reflectors 
on the sloping surface, adding con- 
siderably to the attractiveness of 
the display. 

The company attached impor- 
tance to the various price tags 
which were placed throughout the 
window, and in their opinion the 
tags are one of the essential points 
of a window trim for influencing 
purchases. 


THE BALDWIN FORGING & TOOL 
Company, Columbus, Ohio, has re- 
duced its capital stock from $100,000 
to $5,000. 


THE HUMPHRYES MANUFACTURING 
CoMPANY, Mansfield, Ohio, announces 
the opening of a branch office at 1800 
Fisher Building, Chicago, [Il. 
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Builders’ hardware display room of Jones & Miller, Louisviile, Ky. 
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WHERE GOODS ARE EASY TO SEE 


The Display Methods of Jones & Miller, Louisville, Ky. 


I T is said by those who have been 

there that Far East rug mer- 
chants, on their native stamping 
ground, do not show their entire 
stocks at once to the customer, lest, 
perhaps, he be so overcome with 
admiration that no purchase at all 
result. But one rug at a time is 
presented for inspection, and until 
its perfections are exhausted in the 
merchant’s vocabulary the customer 
can by no means get a chance to 
look at anything else or to compare 
values and prices. 

Possibly there is much to be said 
for this method of doing business. 
It is no doubt true that the rug 
buyer will think more of a single 
rug, lying alone before him, with- 
out the competing attractions of 
others of equal or greater beauty, 
than of any one of a dozen or a 
score; but the rug merchant who 
stuck to the idea of keeping his en- 
tire stock concealed, producing only 
such parts of it as suited him from 
time to time, would not be likely to 
succeed in the hardware business. 

Jones & Miller, who run one of 
the leading hardware stores of 
Louisville, Ky., have pursued a plan 
which is as far from that said to be 
followed by dealers in Oriental rugs 
as the East is from the West, which 
is just about the proper distance; 
for their store is an example worth 
seeing of the way to show goods. 

Going upon the entirely logical 
idea that the easier it is for a cus- 





By G. D. CRAIN, Jr. 


tomer to see the goods and find 
what he wants, the more likely he 
is to buy, Jones & Miller have ar- 
ranged their entire store with a 
view to making it a matter simply 
of looking for anybody with eyes to 
see what he wants, if it is in the 
store. Of course one not familiar 
with the stock might be a little 
slow in landing upon the article he 
was after, but he would surely find 
it if he strolled up and down the 
store a time or two; for the goods 
are there and they can be seen. 

Devoting probably more atten- 
tion to builders’ hardware than any 
other establisment in Louisville, 
the firm has gone just a little fur- 
ther in making this end of its stock 
easy to look at than any other line 
carried. It is so handled that it 
is not only easy to find and to see, 
but it is highly attractive—as 
much so as it could be in place in a 
finished house, in most cases; and 
this has counted powerfully, as the 
volume of business in this line han- 
dled by the firm attests. 

The plan of display followed is 
simple enough, like most effective 
plans. A _ separate room, parti- 
tioned off in the rear part of the 
store, is devoted to builders’ hard- 
ware, and nothing else in the stock 
is placed in that room. It has a 
low ceiling, formed by the balcony 
office above it, and several electric 
lights, with separate switches, en- 
able any part of the room to be 
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brightly lighted almost instantly. 

Two sides of the room are taken 
up by oaken wall cabinets, running 
to the ceiling, with drawers be- 
neath; and these wall cabinets, 
which are fitted with sliding doors, 
contain as complete and as hand- 
some a showing of door hardware 
as could be wished. Every variety 
of finish, and every metal used for 
this purpose, is shown; and the de- 
signs are worthy of the maker, the 
Yale & Towne Mfg. Company, 
whose goods Jones & Miller handle 
exclusively. 

Possibly the most interesting fact 
about this particular line of goods, 
however, is not merely the fact 
that they are thus shown in a room 
of their own, and in attractive 
cases. The really practical thing 
to be noted is that the locks are 
set in sizable blocks of wood, fin- 
ished variously, like the wood in a 
handsome door, this work having 
heen done by Yale & Towne on the 
firm’s special order. 


An Advantage to the Customer 


This enables the intending pur- 
chaser of hardware to see the goods 
exactly as they will appear in con- 
junction with the kind of finish he 
intends using on his doors; noth- 
ing is left to the imagination, the 
reality being a good deal better in 
such cases, and the effect is alto- 
gether good. A number of finished 
blocks, of the thickness of a door, 
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are mounted even more elaborately 
than those hung in the ‘cabinets, 
which, of course, can be and are 
taken out for inspection whenever 
desired, being fitted up completely, 
with knobs on both sides, with the 
handle and latch on the outside and 
the bolt on the other. 

One particularly handsome panel, 
which occupied a case to itself, con- 
tains some unusually beautiful 
pieces of Yale & Towne goods, sur- 
mounted by the name “Yale” on a 
large brass plate. This panel was 
prepared also on a special order 
and cost the firm several hundred 
dollars, but its display value makes 
it well worth the expense. 

Besides Yale & Towne locks, 
hinges and sash locks, this particu- 
lar part of the store contains a 
number of mounted door checks 
and stops which are being more and 
more used in the better sort of 
houses. Lawson’s Katz floor 
hinges for dining-room doors are 
shown, and the H. B. Ives Mfg. 
Company’s sash lock is also here, 
mounted with some Yale hardware 
matching it. 

The manner in which the hinges 
are shown is particularly clever. 
They are kept in a drawer, but not 
in the ordinary way—a mere pile 
of metal out of which one selects 
what he wishes if he can find it. 
This drawer contains a false bot- 
tom made of some stiff material 
covered with dark velvet, which is 
slotted to receive the hinges, leav- 
ing only the butts visible as in a 
door. Any hinge wanted can read- 
ily be lifted out for inspection, and 
the helter-skelter scrambling about 
in a drawer or box which is usual 
is avoided. 


Experienced Manager in Charge 


E. G. Hertel, who was for eleven 
vears in the building hardware de- 
partment of the Belknap Hardware 
& Mfg. Company, of Louisville, is 
in charge of this department of the 
Jones & Miller store and keeps it 
in apple pie order. He sees to it 
that the sample goods which are 
mounted in his wall cases are kept 
dusted because a fastidious cus- 
tomer, the owner of a house of the 
sort calling for a good order of 
hardware, might not care to have 
his hands grimed by a dusty sam- 
ple; moreover, a clean and shining 
block mounted with hardware of 
the same description, is more likely 
to meet with favorable considera- 
tion than if its beauties were cov- 
ered with the inevitable dust ac- 
cumulations which have to be re- 
moved. 

Mr. Hertel has also installed a 
svstem of keeping track of the 
stock by means of which he is able 
to tell immediately just how any 
particular line stands, and whether 
additional goods are needed. This 


avoids the usual waste of time 
which ensues in most stores when 
a traveling salesman drops in, no 
matter how long beforehand his 
visit was announced; the items 
wanted are noted and time is saved 
both by the store and by the sales- 
man. 

Windows Serve to Demonstrate Case- 

ment Hardware 

The front partition of the build- 
ers’ hardware room consists prin- 
cipally of a particularly handsome 
door, mounted with Yale & Towne 
hardware, and serving itself as a 
sample of those goods, and of two 
pairs of casement windows, a pair 
on each side of the door. These 
windows, likewise, serve as demon- 
strators, the opening, adjusting 
and locking devices being of the 
finest made by the big company re- 
ferred to. 

As indicated, the firm specializes 
in building hardware and the pains 
taken with this department are 
therefore a little greater than with 
any other line of goods handled, it 
being the only one in charge of a 
separate department head. The 
idea of displaying the goods in the 
most conspicuous manner possible 
is carried out all through the store, 
however, quite as thoroughly as in 
the building hardware room. 

For example, as one enters the 
store the first glance shows, on each 
side of the counters, not an array 
of meaningless shelves stuffed with 
mysterious boxes of whose contents 
a customer could have no knowl- 
edge, but rather an open display of 
attractive goods. Reaching from 
the counter level some five feet up, 
glass-front wall cabinets contain, 
on the one side, an attractive line 
of tableware, the cases opened to 
display them; a line of butcher 
knives and similar goods, and so on, 
while on the other side carpenters’ 
tools take up several cases, hatch- 
ets, hammers, saws and augers each 
having a separate display space. 

Behind these, still further back, 
smaller goods are cleverly shown, 
and space is economically utilized 
by the use of solid wood fronts to 
the cases or shelves up to about the 
same level as the glass-fronted wall 
cases in the front of the store. 
These wood fronts are swung on 
hinges, serving as doors to the 
cases and drawers behind, and on 
them are mounted firmly samples of 
the articles contained behind and 
above them, all sizes being shown 
and all varieties. 


Almost Limitless Variety of Goods 


The variety of goods shown in 
this way seems almost limitless. 
It ranges from heavy wrenches to 
tiny padlocks, screw eyes and the 
like; and the advantage of the plan 
is evident to anybody who has ever 
suffered a crick in his neck, caused 
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by endeavoring to see just what the 
cases on the upper shelves of a 
store contained, even where this 
was made comparatively easy by 
the use of separate glass-front 
cases with a sample of the con- 
tents. Practically everything is 
brought down to the level of the 
eye, and both salesman and cus- 
tomer are aided in the selection of 
goods. 

The windows of the Jones & 
Miller store are not large, as the 
establishment is located in the 
business heart of the city, and 
space is at a premium; but they are 
always cleverly handled, and the 
displays are changed with sufficient 
frequency to keep people looking. 
In other words, it is made easy and 
natural for them to inspect such 
goods as are shown in the windows, 
just as the same object is carried 
out with reference to those which 
are not displayed in this manner. 

It is of little use to bring people 
into a store, by the use of earnest 
endeavor and hard thought, if diffi- 
culties are placed in their way 
when it comes to the matter of sell- 
ing the goods. Jones & Miller do 
not make this mistake, and their 
pre-eminence in the lines in which 
they specialize may be _ largely 
credited to this fact. 


Baxter Cabinet Ranges 
Are Endorsed 


HE Baxter Stove Company, 

Mansfield, Ohio, has received 

the endorsement of the Good House- 

keeping Institute, conducted by 

Good Housekeeping Magazine, New 

York City, on its new cabinet style 
gas ranges. 

The Baxter Stove Company an- 
nounces that it has begun a cam- 
paign of publicity, reaching the 
consumers and that all inquiries re- 
sulting from this advertising will 
be referred to its dealers. 


IN THE SERIES OF MATCHES con- 
ducted by the National Rifle Asso- 
ciation League, all previous records 
were broken by T. K. Lee, a mem- 
ber of the Birmingham Athletic As- 
sociation Rifle Team. In the first two 
matches, Mr. Lee scored 192 and 196 
respectively, out of 200 possible in 
each match. In the next eleven 
matches he secured the _ possible 
score of 200 in every match with the 
exception of the ninth in which he 
dropped one point. In eleven con- 
secutive matches, Mr. Lee scored 2199 
out of 2200 possible, a world’s record 
far in advance of anything previously 
made with a .22 rifle. His score for 
the entire series of thirteen matches 
was 2587 out of 2600 possible. This 
shooting was done on 25-yard indoor 
range, N. R. A. target, prone and 
standing position, with Stevens No. 
404 “Semi-Military” rifle and Peters 
.22 long-rifle semi-smokeless cart- 
ridges. 
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HARDWARE SHOW CARD COURSE 


An Illuminated Alphab< 


---“bing the Use of Initial Embellishments 


By A. C. HURST and C. J. NOWAK 


During the past year or two a 
great many valuable articles on 
show card writing have appeared 
12 HARDWARE AGE... For the con- 
venience of those who want to pre- 
serve the entire series a large num- 
ber of these articles have been made 
up in book form. These books may 
be obtained from HARDWARE AGE 
book department at a small cost. 


HE alphabet accompanying this 
| article is a very satisfactory 
one for illuminating work to 
be used in embellishing a show 
card. The letters are shapely and 
in a measure ornamental, at the 
same time one that can be easily 
read. 

The alphabet as illustrated is 
taken from a stock show card em- 
bellishment design. The method of 
handling these letters will be de- 
scribed in detail later in this article. 
They can, however, be easily made 
with the brush whenever they are 
desired for embellishment pur- 
poses. 

The best way to make these 
would be to first outline the letter 
and then fill it in. 


Use of Illuminated Letters 

Each of the accompanying show 
cards shows the use of illuminated 
letters to further embellish the show 
card and make it more attractive. 
The “Disston” card shows one way 
for utilizing the illustrated letters 
described. These letters can be 
purchased at small cost in stock pat- 
tern as illustrated. The original 
size of this particular design is 3% 
inches high by 1% inches wide, 
which is an appropriate size for 
quarter sheet or half sheet show 
card work. Designs of this char- 
acter should be used sparingly ex- 
cept on very rare occasions. A 
ecard utilizing more than one de- 
sign is apt to detract and give the 
card an amateurish appearance. 

The accompanying show cards 
show a number of ways for the 
practical use of the illuminated let- 
ter embellishments. Another im- 
portant thing to remember in or- 
der to make show cards of this 
character most attractive is to 
bring out the initial letter with a 
strong color. The original color 
in the stock alphabet illustrated is 
a design printed on a cream-colorea 
paper, the scroll floral work in gold 
and the letter in red. Always re- 
member to bring out the letter in 
strong contrast which will have a 
tendency to more readily catch the 
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Illuminated 


eye and draw attention to the work. 
The best effects can be had by 
eliminating further artistic effects, 
such as color or scroll work, in fact, 
it is advisable to execute the re- 
mainder of the card in a plain, 
simple and easily read alphabet. 


Air Brush Illuminating Initials 


{llustration No. 2 shows a hand 
lettered illuminated show card de- 
sign which is made with the assist- 
ance ef the air brush. In executing 
this the masks are first made and 
sprayed in the desired color, after 
which the letter itself is sprayed in 
a contrasting tone. In this particu- 
lar case the letter is constructed 
harmoniously with the architectural 
lines of design, but in show card 
No. 3 a stock letter is used as is 
shown by the “N”’ illuminating the 
word “Neu-Tone.” 

This illuminating design in card 
No. 3 is made still more effective by 
rule work done with the Payzant or 
ruling pen. The remaining designs 
on our illustration No. 2 are stock 
patterns for illuminating in which 
the letter is to be filled in. Designs 
of this kind can be purchased at a 
very nominal cost, and, for this 
reason it is hardly advisable to go 
to the trouble and time of making 
hand turned illuminations. 

You will notice that these illumi- 
nations can be secured in various 
sizes and shapes ranging from two 
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inches to six inches in height. All 
of the stock designs illustrated on 
this card are printed in gold on a 
cream or buff color paper. 


Work Must Be Simple 


In case where the student de- 
sires to execute his own decorative 
illuminations, he should at all times 
keep in mind the principles of sim- 
plicity and harmony and that elab- 
orate work has no place in hardware 
card work. 

Always strive for simplicity of 
arrangement and color scheme. 

An excellent point in painting 
flowers for card work is to study 
carefully what can advantageously 
be eliminated or left undone. 

The chief object of show card 
flower work is to merely suggest 
an artistic form with a few strokes 
of the brush. The student in this 
art should use only the simplest de- 
signs and color work before at- 
tempting the more elaborate pat- 
terns. It might also be well to out- 
line the work in light pencil strokes 
which act as guide lines in secur- 
ing a good arrangement. These 
lines can afterwards be erased with 
art gum. 

Show Card No. 3 


Show card No. 3 not only shows 
an excellent use of the hand de- 
signed illuminant, but further 
shows an excellent layout for a 
quarter sheet card 14 inches by 11 
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Illustration No. 2 


inches. This card has a double 
ruled light border about an inch 
apart. In the lower right-hand cor- 
ner is an illustration cut from the 
advertising pages of the HARDWARE 
AGE. The head line word “Neu- 
Tone” is made with the brush, util- 
izing the alphabet described in les- 
son 5. The remainder of the let- 
tering is done with a Sonnecken 
pen, using what is known as the 
slanting Roman alphabet, which is 
described in our lesson No. 10. 


Show Card No. 4 


Our show card No. 4 shows the 
use of an illuminated decorative 


panel size 6 inches by 2 inches. The 
ecard is further embellished in a 
harmonious way by utilizing illus- 
trations taken from the HARDWARE 
AGE and breaking the border of the 
card so as to suggest oil dropping 
into a cup. 

It is clever ideas of this kind that 
lift the ordinary card work out of 
the rut and make it much more ef- 
fective. 

The word “Sharp Primer” shows 
the use of our spurred Egyptian 
alphabet described in lesson No. 4. 
The remainder of the lettering on 
this card was done with a Son- 
necken No. 3, and shows the use of 


Illustration No. 3 


the slanting Roman letter, which is 
one of the easiest letters to read. It 
is also a quarter sheet card (11 by 
14). 


Show Card No. 5 


Show card No. 5 shows the use of 
spurred Egyptian alphabet used 
for head line work. The remainder 
of the lettering is of Sonnecken pen 
slanting Roman size done with a 
No. 2 pen. 

In the upper right-hand corner 
we show an excellent way for utiliz- 
ing an illustration taken from the 
advertising pages of the HARDWARE 
AGE. 
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Illustration No. 4 


Starrett Has Spanish Catalog 


} ees L. 8S. Starrett Company, Athol, Mass., has 

been receiving numerous requests from foreign 
dealers for copies of its catalog printed in Spanish. 
Until recently the company was not able to comply 
with these requests as the catalog was an extremely 
large one and to translate it was too expensive for 
the amount of business done at that time. The ex- 
port business has grown so large, however, that it 
was recently found desirable to translate the 320- 
page catalog into Spanish and a large edition has 
been printed. They are the same as the English 


Illustration No. 5 


edition except that three pages of matter relating 
to tool chests have been added. The third cover 
gives the value in United States gold of the money 
of each Spanish speaking country. Prices and de- 
scriptions of all Starrett tools are given. 

These are now ready for distribution, and dealers 
may obtain supplies by writing to the L. S. Starrett 
Company, Athol, Mass., or to their New York office, 
150 Chambers street. 


M. E. Towner has been appointed special representa- 
tive of the Whitman & Barnes Mfg. Company, Akron, 
Ohio, with office at 113 North Second street, St. 
Louis, Mo. 
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The Rules of the Game 


Teach me never to wish for things but to set 
out to attain them instead. 

Teach me to speak only of happiness and 
pleasure, and never to cry for the moon. 

And, may I learn to credit my misfortune 
at my own door, and not at the door of 
Fate. 

To accept the results of my folly, to explain 
to no man, and 

Never to sell my self-respect and individual- 
ity in order to gain sanction and position. 


I pray that I may never become diseased with 
the malady of meddling in the private 
affairs of other men. 

Teach me to dilute my work with play, to 
brighten my seriousness with jest, 

And never to take myself so seriously that 
I crowd from my life the joys and pleas- 
ures that are mine by heritage. 


Teach me to get the most from the compan- 
ionship of the stars and trees, and: from 
my walks and talks with men. 

Teach me to be greater than my blunders 
and to absorb the philosophy that folly 
gives me the vision to acquire. 

May I never prophesy failure for other men, 

And may I always remember that one divine 
moment or hour carries us further along 
on our way, than the tide of a day mis- 
spent can carry us back. 


Teach me to be more just and considerate 
of others in order that I may have the 
sympathy to influence and direct them, 

And may I never discuss the character of 
any man behind a closed door, 

Thus giving him no opportunity to defend 
himself from the sin I have committed 
against him and against my finer and bet- 
ter self. 


Teach me never to expect judgment, that 
comes from experience, in boys and girls, 

And may I never lose control of myself be- 
cause other men do not believe as I do. 

May I always judge a tree by its fruit and 
men and women by their work and by the 
things to which they aspire. 


Teach me never to make myself a nuisance 
by advising other men how to live, the 
style of clothes to wear and what to eat 
and drink. 

May I understand more and more that an 
agile tongue is the evidence of a shattered 
and sickly mind— 

A mind saturated with suspicion for my 
neighbors and for those whom I pretend to 
love and befriend. 


Teach me to forget the mistakes I have made 
and the mistakes of other men, 

And may I learn that it is best to write the 
failings of men and women in the sand. 
near the water’s edge. 

Teach me never to wear the double smile and 
never to go tip-toeing about with mocassins 
to malign and criticise and to carry 
“news,” for these things ill become men 
and women. 


May my imagination never grow dim, and 
may there always be a place in my mind 
for the Butterfly of Fancy to spread its 
wings and fly. 

Teach me always to discern the opportunity 
and the possibilities that are constantly 
beckoning to me from the horizon of the 
Future. 


If it is possible for me to acquire these 
things, even in degree, I will then be cap- 
able of observing the Rules of the Game. 

















PUBLICITY FOR THE RETAILER 


Successful Anniversary Sale—Beating the Mail-Order House 













































































. 4 GOOD SERVICE HAKDWARE STORE 
EVERYTHING IN OUR STORE GOES AT SPECIAL PRICES DURING THIS 50TH ANNIVERSARY SALE 
GARDEN RAKES 
FOR THE HOME -continued. 
MOP WRINGERS. GENUINE CEDAR TUBS. 
~~ 
No. CB14. Steel Bow, 14 teeth and 14 inch head, 2 [:2 
eurved teeth, 6 fuot handle, made of best mate Lt 
correct pattern and set. 
Diameter, inches 23 21 19 PRICE. 
Price, each ....... 96c 85c 75c 
No. 14. Steel, straight head, 14 teeth, 14 inch head, 3 inels straight 
teeth, graceful in design and handsomely finished har 
PRICE. . 
Easily operated by foot pressure, regular price $1.50, ea. $1.00 No. 4. Steel, straight head, 14 teeth, 14 inh head, 3 inch 
CLOTHES WRINGERS. straight teeth, not as heavy or as wel! finished as No 14 
PRICE 
Nd. LOWM. Malleable, straight head, 10, 2 1-2 inch teeth 
No. 100 Solid Brass Rubbing Surface, each .. ....... .27¢ 9 1-2 inch head 
Se, EON, GD. wa ccicssc scscvcocccocesecse 23¢ 
No. 450—Hotel size, zinc “a each Saie. we e eee 36c — 
No. 510—Glass surface, e€ch .. .... 00. ec ccecceecese 3lc 
No. 201—Brass surface, an 30c LAWN RAKES 
CEDAR CYLINDER C 2 No. 24. Metal head, 20 inches long, 12 bent loop teeth and 
24 plain teeth on other side, teeth made of «pring 
wire and tinned. 
PRICE niet 
No. 56XX. All wood, selected stock improved bent handies, 
three wood bows, 24 teeth 
A large variety of warranted wringers at special Anni- eae he ee 60C 
versary Sale Prices. 7 
WASHING MACHINES. No. 2 ‘6 moail- ye - 
i Sr CO och uccsubedevcsecncdas Soebn $2.50 Capacity, gallons 3 4 The catalog has cut mail orde; com 
Medium size, square, eaci .........0...ceccecececceeee 200. Price, each ........ $2.12 $2.55 petitio n to pieces 
DTD ccaccennse twocesenesnbonsenugensseeeel 2.20 
URE, DE, ABU oni cnn ces ccéccucs casecsssesocnse 5.00 
Bank the balance The 
difference between Ford cost 
Open Washer. Spring Washer. and heavy car cost is ‘‘vel- 
Open Washers, regular size, each ................+-+- $2.19 vet” for the pradent buyer. 
Open Washers, large size, each ...........--..-0+e000e: 2 44 He knows the Ford not only 
Spring Washers, with bench, each ..........-...0+.-+. $7.15 saves him do'lers but serve: 
Spring Washers, without bench, each ..........-..... 5.20 him best. It’s a. better car 
BRAIDED WIRE CLOTHES LINES. ; sold at a lower price. 
17—Heaviest, 100 feet, each ..........-0 ccc eeceeeennee 27¢ Five bomdred Gollers te the price of 
27-—Hienviests GO foot, GRE o..nccccccscccccccsecccves 15c he 
18—Heavy, 100 feet, each .........- ce eee cere ee eemeeee 22c 
18—Heavy, 50 feet, each ........... 22. cece eee en natens 13¢ 
SOLID GALVANIZED WIRE CLOTHES LINES. EEL ICT ER EERE $2.60 
100 feet, DE: cc cts bend 000s as 60006 6o0u0ebséh 00006" 27¢ 10 gallons, a es, ares bee ee Seen eee 2.85 
BD Beet, GOD 2c ccccccescccscccccccecccccccgecsccosces 17¢ 15 gallons, each ............ \eebEdeSseedeboouenecnes 2.95 
age sixteen 











This circular played an important part in making 


SUCCESS 


A Yearly Sale Event That Is Productive 

No. 1 (834 in. x 1234 in.). Commencing on March 
6, and continuing until March 17 last, the Hawks 
Hardware Company, Goshen, Ind., conducted what 
was considered the most successful sale in the his- 
tory of their business. It was known as the 59th 
anniversary sale. The company claims that this 
yearly event is a successful means of not only at- 
tracting customers to its store and promoting an ac- 
quaintance among its patrons, but of increasing its 
sales considerably. During this celebration 1670 
individuals paid a visit to the store and the amount 
of money taken in during this sale exceeded that of 
any previous year. The company prepared a 10-page 
circular, one page of which is reproduced herewith, 
containing some interesting information with re- 
gard to their custom of holding an anniversary sale 
each year. (This circular played an important part 
in making the sale a success.) It will be noted that 
very fine cuts have been made use of and that the 
typesetting has been made clean and readable. Each 
other page in the circular duplicated practically the 
effect of this page. Among the articles mentioned 
at special figures were willow ware, enamel ware, 
cutlery, tinware, glassware, galvanized ware, alum- 








the sale a 
The general effect of the Ford ad 


inum ware, tools, farm goods, scales, kitchenware 
and supplies for the home. The opening talk on 
the first page of the circular is well worth careful 
perusal—it is a remarkably lucid analysis of the 
idea behind the sale. It reads as follows: “Just a 
word about our annual anniversary sales which have 
been growing so in popularity during the past few 
years with the best informed shoppers and buyers. 
To speak frankly, these sales are put on with the 
sole purpose of drawing people by means of low 
prices, to our store, who have not been in the habit 
of trading with us. We offer these prices as an 
inducement to them to come in and scrape an ac- 
quaintance with our store and with our stock. In 
a word, we wish to enlarge the circle of our ac- 
quaintance, so do not feel timid about taking ad- 
vantage of these low prices just because you have 
not before traded with us. And isn’t it reasonable 
to suppose that with this in mind we offer you gen- 
uine bargains on the goods regularly carried in 
stock by us? In buying goods, quality is always of 
first importance with the Hawks Hardware Com- 
pany, and it is on goods selected in this way that we 
are offering you these low prices during the days. 
of this sale. 
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Eliminating Mail-Order Competition 


No. 2 (542 in. x 842 in.). Many times in this de- 
partment of HARDWARE AGE have we told hardware 
dealers that the store catalogue would put a kink in 
the local mail-order trading. And many of you have 
proved this to your own satisfaction by issuing a 
store catalog. Here is another dealer who has 
joined the ranks of the successful mail-order fight- 
ers. He is E. P. De Turk, of Kutztown, Penn. Mr. De 
Turk states that the catalog issued by his store has 
not only brought in profitable business, but has “cut 
mail-order competition to pieces.” That’s putting it 
strong, but Mr. De Turk used the identical words. 
The page we reproduce is the style maintained 
throughout the catalog, and it’s a readable, attract- 
ive style, too. Every item is distinctly separated, 
the type lines are nicely spaced for easy reading 
and the prices could not be plainer. The rules be- 
tween each item help a lot. Some pages carried 
more headings and more cuts. The catalog consists 
of 32 pages and cover. A good quality, heavy weight 
cover stock has been used, and the inside white 
paper is of a very fair grade. We think one of the 
best things in the whole catalog is the preface page, 
on which is also printed a guarantee. We cannot 
reproduce this page satisfactorily, but we quote 
herewith the substance of the preface and guar- 
antee: 

Preface 


On the following pages we try to explain to you 
about some of the goods we carry in stock. If you 
should not be able to find the exact article you are in 
immediate need of, kindly make your wants known to 
us and we will get the article for you so that you can 
get it either at our store or if you prefer we can have 
it shipped to you direct from factory at no extra ex- 
pense. We carry a large stock and try our best to 
keep in stock what is needed, but find it impossible to 
carry everything in the hardware line, much less is it 
possible to describe every article in this, our first 
catalog. 

Guarantee 


Every article in this catalog is guaranteed to be just 
as represented or money refunded cheerfully. We want 
you to get your money’s worth; we need your business 
and are willing to put forth an honest effort to get it, 
and the only way to get it and hold it is to give you 
one dollar’s worth of honest merchandise for a dollar. 

A store standing on such a platform as outlined in 
the foregoing paragraphs should have little difficulty 
in making its store catalog a Nemesis to the mail- 
order house. 


A Novel Form of Opening Announcement 


Nos. 3, 4, 5 and 6 (3 in. x 6 in.). The Wooster 
Hardware Company opened its new store in Woos- 
ter, Ohio, on March 28, and the form in which the 
announcement was made is worthy of special atten- 
tion. Twenty-five separate sheets of paper of fairly 
heavy weight, each sheet being about 3 in. x 6 in., 
were bound together by two wire staples. On the 
outside of this neat little bundle of slips (just the 
size to fit in the ordinary envelope) appeared the 
invitation, which, as will be seen by referring to 
No. 3, is printed in script style. Next was bound 
in the sheet describing the meaning of “Just Right 
Service” (No. 4). After this sheet was placed No. 
5, which features a rest room and a 5-and-10-cent 
department. The next sheet (No. 6) and those 
which followed described the principal lines carried 
by the store. We think this a most effective idea 
for an opening announcement, and it may be adapted 
to other store events as well. The bundle of slips, 
wire stapled, is neat in form and interesting at once 
for the form is novel, being distinctly different from 
the booklet or folder. Each slip was printed in two 


colors, with the exception of the first or cover slip 
bearing the invitation. 
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The Wacsler Heardwave Ee. 
Conrcunrce the Bocmat 
Chersng of Lheix SANews 


Satinday, March 25th 


You we Cordially Invited ' 


Te Attend Cun Chening 
Inspect the Large Comblele 
Glock and Wake Thes Store 

Your Headguarters. 


Te Filtingly Mark Theis 
Boent We Aancunce Cus 
fot Right Opening Sales 
March 30th Fe April 30th 
A Solid Month of Bargains. 





OURING THE EVENING HOURS THERE WILL NOT BE 
ANY MERCHANDISE SOLD IN ANY DEPARTMENT 


* JUST RIGHT.” SERVICE 





For many years it has been our to 
win and hold patronage by ser- 
vice instead of canvassing to make our 


sales. When we sel] a customer an imple- 
ment or vehicle or anything, our service 
that customer just begins by f g our 
experts without charge for repairing any 

ine (excepting repairing cream — 
tors) when the same fails to work. is is 
not what we promise only but we have done 
it for years and no customer of ours can 
truthfully say we ever charged him a penny 
for what our experts have done for him. 
Hundreds of farmers will testify to the 
truthfulness of our assertion. Isn't this 
better service to our customers than to = 
that expense into canvassing to sell only” 
Wouldn’t you rather come to our store in 
Wooster or Orrville when you are in need of 
an implement or a buggy and select what 
you want instead of being kept from your 
work every few days by an agent, an r 
he has sold you Lager > that which you did 
not want you are obliged to do your own 
repairing as best you can? 

Frequently we are asked to repair a 
machine which we did not sell to help a 
farmer out of his trouble and for which the 
Wooster Hardware Co. never made any 
charge. Notwithstanding we do all this, we 
have been leaders in low prices all our 
lives. Have you been benefited by our ser- 
vice? Have we been be 
patronage’ If not, it is time we are getting 
together. We are ready with our new 
equipment at Wooster and our well estab- 
lished store at Orrville to serve you “ Just- 
Right” as our trade mark indicates. Its 
your move. 

THE WOOSTER HAROWARE CO. 




















Just Right Service 


When you come to Wooster we 
want our store to be your resting 
place as well as your buying place. 
But whether you buy of us or not we 
welcome your just the same. For the 
ladies we have prepared 


A REST ROOM 


On the second floor with its conveni- 
ences. This rest room is conveniently 
located to the new household and 


& and 10c DEPARTMENT 


Where you will find a lady in eharge 
and give you desired attention. After 
entering the store room take the easy 
stairway to the second floor and make 
yourself comfortable and at home. 


DE LAVAL 
Cream Separators 














The De Laval Cream Separator con- 
stitutes the best known means, in the 
light of science and the world’s exper- 
ience, for separating cream from 
milk. 

Imitating cream separators have 
come and gone, and there are a few 
makes of same on the market to-day, 
as there have always been, of one 
kind or another, for twenty years, but 
the superiority of the improved De 
Laval Separator of to-tlay is as great 
to other separators as is that of the 
best of such machines to gravity 
setting. The De Laval is one of the 
many “JUST RIGHT” trade getters 
for The Wooster Hardware. Co. 

















It may be adapted to other store events as well 


Tying Up to Ford Advertising 

No. 7 (2 cols. x 5 in.). The Ford Motor Com- 
pany, makers of the Ford automobile, have for some 
time past maintained a distinctive style of news- 
paper advertising throughout the newspapers of 
the United States. This advertising has become al- 
most as standardized as is the Ford car itself. Here 
the local agents, the hardware firm of Marshall, 
Wood & Riley Co., Plattsburgh, N. Y., have dupli- 
cated the general effect of the Ford ad, and nat- 
urally they are cashing in on the cumulative effect 
of the advertising done by the Ford Company. 


Coming Hardware Conventions 


NATIONAL RETAIL HARDWARE ASSOCIATION, In- 
dianapolis, Ind., May 19, 20, 21 and 22. Secretary, 
M. L. Corey, Argos, Ind. 

GEORGIA RETAIL HARDWARE ASSOCIATION, at Sa- 
vannah, Ga., May 26, 27 and 28. Secretary, John L. 
Moore, Madison, Ga. 

AMERICAN IRON, STEEL AND HEAVY HARDWARE 
ASSOCIATION in Cleveland, in May. Secretary, John 
Purdie, Marbridge Bldg., New York. 

SOUTHERN HARDWARE JOBBERS’ ASSOCIATION, 
Greenbrier Hotel, White Sulphur Springs, W. Va., 
June 9, 10, 11 and 12. Secretary, John Donnan, 
Richmond, Va. 

American Hardware Manufacturers’ Association, 
Greenbrier Hotel, White Sulphur Springs, W. Va., 
June 9, 10, 11, 12. Secretary, F. D. Mitchell, Wool- 
worth building, New York, N. Y. 























EDITORIAL COMMENT 


The Coming Meeting of the National 
Retail Hardware Association 


HE meeting of the National Retail Hard- 
ware Association at Indianapolis will be 
an event of prime importance to the hard- 

ware trade of the country. It will be an official 
and formal assembly of the retail hardware 
merchants of the United States, who will be 
represented by delegates through the various 
state and sectional associations. These dele- 
gates will be hardware merchants of experience 
and standing, many of them leaders in the 
trade, and men of marked ability. It will be 
an able and dignified body of earnest-minded 
men, charged with large responsibility as the 
representatives of something like fifteen thou- 
sand retail distributors of hardware. 

The State retail hardware associations 
which have a fine and influential body of mer- 
chants in their membership and represent great 
interests are thus brought together in a national 
organization which should be a power in the 
trade. Up to this time it has been developing 
and getting into shape for action. Most of its 
energy has been spent on its own growth. This 
has been so satisfactory that it is now in splen- 
did shape for service. 

We bespeak at the Indianapolis convention 
an earnest and fair-minded consideration of 
the grave questions which will arise, and tem- 
perate judgments and wise decisions. In view 
not only of the interests and privileges of the 


retailers, but of the manufacturers and jobbers 
and the trade at large, do we bespeak at India- 
napolis, and wherever these questions are can- 
vassed a fair, broad and reasonable spirit and 
the prevalence of good temper and good cheer. 


Questions Before the Indianapolis 
Convention 


The coming convention will be invested with 
unusual significance because of the questions 
which will come before it, in the problems by 
which the retail hardware trade is confronted. 


THE ASSOCIATION BULLETIN.—Some 
of the simpler of these problems relate to mat- 
ters of association working, as for example, 
the policy to be pursued in connection with the 
publication of the association Bulletin concern- 
ing which the course decided upon by the asso- 
ciation a year ago has been held in abeyance 
and the whole question opened for renewed dis- 
cussion. 


PRICE MAINTENANCE .—A grave prob- 
lem will come up as to the desirability of what 


is known as price maintenance, which many 
merchants favor, while the law and the general 
movement towards unrestrained trade tend to 
keep it within narrow limits, or to forbid it 
altogether. 


HARDWARE EXHIBITIONS.—The re- 
ports from the various state associations in re- 
gard to the success of the year’s hardware ex- 
hibitions will be awaited with much interest. 
This method of appealing at the same time to 
the merchants and to manufacturers and job- 
bers has been in some of the states an important 
source of revenue, while in other states it has 
not been so successful. It is an important and 
practical question as to the extent to which this 
method of working can be counted on as a de- 
sirable feature of association activity, as a 
means of educating the trade, bringing the re- 
tail merchants into personal relations with the 
jobbers and manufacturers, and at the same 
time furnishing funds for the carrying on of 
the associations. 


EFFICIENCY OF THE NATIONAL AS- 
SOCIATION.—It would not be strange if some 
discussion should arise in regard to the methods 
by which. the association movement, and espe- 
cially the work of the National Association, 
can be made of greater practical usefulness to 
the trade. There are indeed some indications 


that the question is arising in some of the asso- 
ciations as to the advantages which they are 
deriving from identificaton with the National. 
This tendency has not as yet gone far, but one 
of the problems to be borne in mind, even if it 
does not come to the front, will be how to con- 
duct the associations and especially the Na- 
tional in such a manner that they shall so evi- 
dently and abundantly justify themselves that 
their influence and activity will give them a 
secure place in the estimation of the trade, and 
render them an increasingly important means 
of safeguarding and advancing retail interests. 


HARDWARE INSURANCE.—The great 
question of fire insurance through the various 
hardware companies is sure to come up and 
will doubtless command close attention as a 
successful, profitable and useful form of asso- 
ciation activity. 


RETAILERS’ BUYING PRICES.—The 
great subject, however, before the convention 
will doubtless be the price question, the meth- 
ods by which the retail merchants are to obtain 
goods at prices which will enable them to hold 
their trade in the presence of the competition 
which they are compelled to meet. This in- 
volves grave questions as to their relations 
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with jobbers and manufacturers, the privileges 
they are to enjoy in the purchase of goods, the 
way in which direct dealings between the manu- 
facturers and the retail merchants are to be 
regarded, and other related matters connected 
with the purchase of goods. 

The subjects mentioned above, and others 
of recognized importance, which will in all prob- 
ability be brought up for consideration, in addi- 
tion to the routine business of so large and com- 
plicated an organization, will obviously give the 
delegates plenty of work during the few days 
they are together. 


Suggestions and Advice 


G PVERAL of the questions which will engage 

the attention of the Indianapolis conven- 
tion while of importance primarily to the retail 
trade, have to do with the trade methods of the 
manufacturers and the jobbers, and the action 
taken at the coming meeting may have an in- 
tluential bearing on the relations of the different 
branches of the trade. This invests the gather- 
ing with an exceptional significance. The ques- 
tions awaiting decision should therefore be con- 
sidered broadly, and in view of the general in- 
terests of the whole trade. That they may be 
wisely and in good spirit discussed and deter- 
mined, if a determination is reached in any of 
them, we respectfully lay the following sugges- 
tions before the delegates who shall meet at 
Indianapolis and before the entire trade who 
will be affected by their action, and will pass 
judgment upon its wisdom. 


THE RETAILERS’ CLAIMS.—An under- 
standing of the retailers’ position would prob- 
ably be promoted by an explicit statement of 
the conditions and tendencies which in their 
judgment militate against the welfare of the 
retail trade. But any such statement should be 
temperate and restrained, and so reasonable in 
its substance and considerate in its phraseology 
as to command general acquiescence and ap- 
proval. 

There has been a great deal said by repre- 
sentatives of the retail trade in regard to their 
troubles, and the handicaps under which they 
are carrying on their business. Much of this 
has been vague and indefinite. The National 
Retail Association even, we venture to suggest, 
has not been clear and outspoken in formulat- 
ing the needs of the retail trade and in pointing 
out what manufacturers and jobbers should in 
their judgment do to aid them. If they expect 
these other great branches of the trade to do 
anything to improve the retailers’ position they 
should make definite claims, the force and rea- 
sonableness of which can be recognized. 

For example, if they object to jobbers re- 
tailing they should say so. 
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If they object to the low prices at which 
catalog houses purchase goods they should say 
so. 

If they think that manufacturers should be 
willing to furnish goods to the retail trade in 
reasonable quantities they should say so. 

If they see their way clear to maintain the 
rights of retailers to unite in the purchase of 
goods they should say so. 

If they object to jobbers trying to keep man- 
ufacturers from selling direct to retailers they 
should say so. 

In this way the trade at large would be en- 
abled to pass intelligently on the retailers’ needs 
and claims, and something would be gained in 
reaching a solution of the complicated prob- 
lems which affect all departments of the trade. 
We emphasize this point because retailers and 
even the National Association, owing largely to 
conservatism and a desire to maintain the 
friendliest relations, have been too conservative 
and reserved in asserting their rights and in 
standing up for them. This has sometimes pre- 
vented their position from being understood. 
The jobbers and manufacturers generally will 
welcome a frank statement of retail principles 
and claims. 


SYMPATHY AND HELP FROM JOB- 
BERS AND MANUFACTURERS.—The whole 
system of the distribution of hardware depends 
on the welfare of the retail trade. It would, 
therefore, be the part of wisdom for the job- 
bers and manufacturers seriously to consider 
the difficulties under which the retailers labor, 
and endeavor, if it be possible, to come to their 
aid, and especially to put them in a position to 
nold their own in the face of the competition 
which they are compelled to meet, and the new 
conditions which are developing. It would, we 
respectfully suggest, greatly promote good feel- 
ing throughout the trade if manufacturers and 
jobbers should take the initiative in this mat- 
ter of their own accord, instead of waiting for 
the retailers to find or force a way to safeguard 
and advance their own interests. Such a spirit 
on the part of the makers and wholesale dis- 
tributors of goods would do much to strengthen 
their hold on the retailers and be for the ad- 
vantage of the trade as a whole. 


APPEAL FOR GOOD TEMPER AND 
GOOD FEELING.—We bespeak a calm and 
reasonable consideration of these great ques- 
tions, and especially those in connection with 
which their might be a clash of interests. Let 
there be good temper and good feeling at India- 
napolis, and among the jobbers and manufac- 
turers who will watch with some solicitude the 
action taken and the resultant attitude of the 
retail trade— 














Trade Conditions and Iron, 


Steel and Hardware Prices 





National Tube Company announces re- 
duction in price of boiler tubes equivalent to 
$2 a ton. 

Specifications for tin plate are very heavy 
and will be increased in the event of a war 
with Mexico. 





MARKET SUMMARY FOR THE BUSY READER 


All lines of finished iron and steel show a 
weaker tendency. 

Prices on wire products are only fairly 
strong. 

General trade is quiet, orders being small 
and of a hand-to-mouth character. 
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Pittsburgh, May 4, 1914. 


URTHER striking evidence as to the tendency of 
prices is again given by the announcement that 
the National Tube Company has made an increase in 
discounts on boiler tubes of one point, equal to $2 a ton, 
and oil well casing and line pipe prices have been re- 
adjusted to a slightly lower basis. On all other lines 
of finished iron and steel prices are showing a weaker 
tendency, but at the same time it is a fact that hardly 
enough new business’ is being placed by jobbers or con- 
sumers to test the market, and to indicate just what 
prices would be made on desirable orders. Business 
seems to lack snap and energy, and both jobbers and 
consumers are placing orders only for such quantities 
of goods as are needed to round out stocks. or for act- 
ual wants. These features of the market have been 
given before, but they stand out so prominently that 
they will bear repetition. At present consumers figure 
there is no incentive whatever to anticipate needs, and 
asa result new buying is of a hand-to-mouth character. 
Shipments by the mills and other manufacturing plants 
are growing steadily less and this is reflected by a de- 
creased rate of operations. Some of the largest steel 
mills in the country are not running to more than 50 
per cent., while others are probably doing 60 per cent., 
but this is the exception. 

Local hardware jobbers and retailers report a fairly 
satisfactory condition of trade. There is a good volume 
of orders, but they are usually small and it requires 
many of them to aggregate a respectable quantity. 
Seasonable goods in the hardware line, such as wire 
cloth, garden tools, hammocks and other items are 
showing a fair demand, but not as heavy as at this time 
last year. The fact that so many men are out of work 
and are short of money has greatly curtailed their pur- 
chasing power, and this is being severely felt in all 
lines 6f merchandise. It is not believed now that there 
will be any material betterment in business until after 
the Mexican situation has been cleared up, and a de- 
cision has been given in the freight rate case, in which 
the railroads ask a general advance in freights of 5 
per cent. If this decision should be rendered and 
would be favorable to the railroads and all possibility 
of war with Mexico be removed, the trade here feels 
that business would start off and be much better. Rail- 
roads have made very few purchases of cars, engines, 
steel rails and general track equipment for some years, 
and the physical condition of their equipment is at a 
low ebb. Some go as far as to say that unless the 
railroads soon buy new engines and cars, travel will 
become dangerous. All indications are that crops this 
year will be heavy and when these crops begin to move 
the railroads will not have the equipment to properly 
handle them unless they soon start in to buy. 

Building operations in Pittsburgh are quite active, 
one very large department store of 15 stories being 
under way, and local supply people have received good 
orders for the equipment of this building. 

A pleasing feature of the financial situation is that 
the First-second National Bank, Pittsburgh, which 
closed last year, has again opened up and the accounts 
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of a good many hardware concerns have been released. 
While the banks have plenty of money most merchants 
report their collections are only fairly good. 

WIRE NaiLts.—The new demand for wire nails is 
quiet and only for small lots. The mills are still ship- 
ping out nails to jobbers on old contracts placed some 
time ago when prices were lower than they: are now. 
Nails have not been moving out freely from the jobbers 
and on this account the mills have extended deliveries 
on these contracts. Prices are only fairly strong and 
in some competitive points, notably the lower Ohio 
river districts, are being shaded about 5c. a keg. 





We quote wire nails as follows: in carload lots, $1.60 base: 
f.o.b. Pittsburgh, freight added to point of delivery. Jobbers 
charge the usual advances over these prices for small lots 
from store. 

CuT NAILS.—New demand is only for small lots to 
cover current needs and specifications against contracts 
are not coming in very freely. The $1.65 price on cut 
nails is sometimes shaded about 5c. per keg. 

We quote nails at $1.60 to $1.65 per keg in carload and 
larger lots to jobbers: carloads to retailers, $1.65, f.o.b. Pitts- 
burgh, terms 60 days, or 2 per cent. off for cash in 10 days, 
freight added to point of delivery. 

BARB WrrRE.—The volume of new business is only 
fair, but new orders are being placed later than usual 
this year, due to the continued wet and cold weather 
which prevented farmers from doing repair work and 
building new fences about their farms. The barbed 
wire trade will no doubt soon show a material falling 
off as the season is about over and farmers are now 
busy preparing ground for their crops. Prices are only 
fairly strong. 

We quote painted barb wire to jobbers, $1.60 base; galvan- 
ized, $2.00 in carloads to jobbers, usual terms, freight added 
to points of delivery. Jobbers charge the usual advances for 
small lots from stock. 

FENCE WIRE.—There is a fair demand, mostly for 
small lots, and fabricators are taking out a moderately 
heavy tonnage from the mills. The fence wire trade 
this year was smaller than looked for, due to the very 
late season, and farmers are now more concerned get- 
ting ready their crops than in building new fences. 

Prices in effect are as follows: Annealed fence wire in car- 
load lots to jobbers, $1.40 base; galvanized, $1.80, with the 
usual advances charged to jobbers for small lots from store. 

Tin PLate.—The American Sheet & Tin Plate Com- 
pany reports that last week was the heaviest in speci- 
fications for tin plate that it has had in any one month 
for some time. Several other makers report that speci- 
fications have not been quite so active in the past two 
or three weeks, but most of the tin plate mills have 
enough business on their books to take care of their 
entire output over the next four or five months. All 
indications point to a very heavy fruit crop this year, 
and if this is realized the volume of business in tin 
plate will be very heavy, possibly the largest in any 
one month in the history of the trade. If this country 
should get into war with Mexico it will mean a very 
large increase in the consumption of tin plate, which 
will be used in packing meats and other goods for the 
army. A heavy new buying movement is looked for 


100 














Se 





itn“ 








May 7, 1914 


this month or early in June. Prices are reported to 


be firmer than for some time. 

We quote 100 Ib. cokes at $3.30 to $3.40 and 100 lb. ternes 
at $3.20 to $3.30 per base box f.o.b. Pittsburgh, prices depend- 
ing largely on the size of the order. 

IRON AND STEEL BARS.—Mills continue to report the 
demand for iron and steel bars is only fair, and speci- 
fications against contracts are not coming in very freely. 
Shipments from the mills are fairly heavy and new 
demand for steel bars for reinforcing work is reported 
fairly active. 

We quote steel bars at 1.15c. to 1.20c. and common iron 
bars at 1.30c., f.0.b. makers’ mills, Pittsburgh. Regular ex- 
tras for twisting reinforcing steel bars over the base price are 
as follows: %-in. and over, $1; % to 11/16 in., $1.50; under 
% in., $2.50 per net ton. These extras are not always ob- 
served and mills that roll steel bars from old rails sometimes 
entirely omit them. 

BoLts, NUTS AND RIVETS.—New orders are not very 
heavy and are only for small lots to cover current needs. 
Specifications against contracts are not active, jobbers 
not desiring to accumulate any larger stocks than are 
necessary to meet the demands of their customers. 
Prices are only fairly strong. 


Coach and lag SCreWSB........ccceccess 80 and 5% off 
Small carriage bolts, cut threads............ 80% off 
Small carriage bolts, rolled threads... .80 and oo off 
rs, gy YO errr 75 and 5% off 
Small machine bolts, cut threads...... 80 and 5% off 
Small machine bolts, rolled threads. ..80 and 10% off 
Large machine ena oie tech 75 and 10% off 
Machine bolts, c.p.c. & t nuts, small......... 80% off 


Machine bolts, c.p.c. & t nuts, at * 
Square h.p. nuts, blanked and tapped. *) 30 off list 
I a ee oe ee ee es .20 off list 
C.p.c. and r sq. nuts, blanked and tapped. 36. 00 off list 
Hexagon nuts, 5% and ee a a aed $7.20 off list 


Hexagon nuts, smaller than 1% in....... 3} 80 off list 
Se a 6s o wrece eee Se Oe $5.50 off list 
C.P. plain hexagon nuts ............... $5.90 off list 


Semi-fin. hex. nuts, smaller than % in..85 and 5% off 

Semi-fin. hex. nuts, smaller than 9/16. 85, 10& 10% off 

Rivets, 7/16 x 6%, smaller & shorter. 80, 10& oT off 
v 


Rivets, metallic tinned, bulk........ 80, 10 and: Te off 
Rivets, tin plated, bulk............ 80,10 and 5 Te off 
Rivets, metallic tinned, packages....8&0,10 and 5% off 
Standard cap screws ............. 70, 10 and 10% off 
Standard set SCTEWS.......ecccces 75,10 and 10% off 


SHEETS.—New orders for sheets are light and only 
for small lots, and mills report specifications against 
contracts are not coming in very freely. There has 
been a large increase in the capacity for making sheets 
in this country during the past year and these new mills 
as well as the older ones are all keen for business, with 
the result that prices have shown a slight decline. 
Sheet mills are not running more than 50 to 60 per cent. 
and the immediate outlook for this trade is not satis- 
factory. Nos. 9 and 10 blue annealed sheets are held at 
about 1.40c., No. 28 Bessemer black sheets 1.85c. to 
1.90c., and No. 28 galvanized sheets 2.85c. to 2.90c. in 
carload and larger lots f.o.b. mill, Pittsburgh. 


SHEETS.— Makers’ prices for mill shipment on sheets 
of U. S. Standard gauge, in carload and larger lots, on 
which jobbers charge the usual advance for small lots 
from store, are as follows, f.o.b. Pittsburgh, terms 30 
days net or 2 per cent. cash discount in 10 days from 


date of invoice: 
Blue Annealed Sheets 
Cents _ lb. 
1.3 


én @. 80 € & 6.6 6. 6-8 


ID Sr 2 i Rs ee Oe eee ey 
RS Or reer eee eee 


Box Annealed Sheets, Cold Rolled 
Nos. 10 a ae i ra ee ie 1.55 


Nos. 15 ) and | ae Ee 





Office of HARDWARE AGE, 
Chicago, May 4, 1914. 
USINESS conditions show no improvement in this 
territory. In Chicago all efforts to mediate the 
brickmakers’ strike have failed and this is affecting not 
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Galvanized Sheets of Black Sheet Gauge 
Cents per Ib. 


Nos. x I a bs eee Gin tee Li ae 1.85 to 1.90 
I al ee le eo ee 1.95 to 2.00 
Nos. — TE vg ig e's ie “aaa a tate & we Oe 1.95 to 2.00 
pO SS eae cere ee me men 2.10 to 2.15 
SEE: are ea eee 
Des Ge GE 6k ccccdacdéccésedesecs eect aaa 
pS Sa eee ere 
ED tly sad ip deal ie a ted hed eae a ee eek eee 
re ne ere See 
EE DG bk 6 dd Owe 6a ees den eke eee 
DP he cat chee ean e doe cee eee 3.15 to 3.20 


STANDARD PipeE.—The National Tube Company and 
other mills have increased discounts on steel boiler tubes 
one-half point, equal to a reduction of $1 a ton. Prices 
on line pipe and casing have also been revised to a 
slightly lower basis. A local pipe mill has taken an 
order for seven miles of 12-in. and seven miles of 16-in. 
pipe, and the Ohio Fuel Supply Company is reported to 
be in the market for 25 miles of 16-in. pipe. 

WROUGHT Pipe.—The following are the jobbers’ car- 
load discounts on the Pittsburgh basing card on steel 
pipe in effect from April 20, 1914, and iron pipe from 
June 2, 1913, all full weight: 

Butt Weld 


Inches "Black Galv. Inches " Black one. 
14, \% and ae a2 21% % and eee 
Pre eee i 66 1, . ees eee es 46 
. ee o arerrere 80 71% aa ees eee 69 56 

x OP tes oh ae 72 61 

Lap Weld 

pepe err 77 BS ie iim es 56 45 
2 eae 79 70% EN iis eae 6: ees 67 56 
cf 2 a 76 65 bo ER ree ae 68 58 
rf 2 2 53 ‘<a SS eer e 70 61 
ae Oe Wire's ween 70 61 

ff errr 68 55 

Reamed and Drifted 

FFs eee 78 6915 1 to Nish butt... 70 59 
ie Se ehh cae oe 75 Gree | Be WUE ce wcacsc: 70 59 
2% to 6, lap.... 77 681, 1%, af Pree 54 43 
VA _ a ecu en 65 54 

| 2, lap ......... 66 56 

oy ee 4, lap.... 68 59 

Butt Weld, extra strong, plain ends 
12, 4 and &... 68 57% See ee 63 a2 
te eden an 73 a 67 60 
_€ 2) Say 77 701, ,& |) Saar 71 62 
ff 2. Scere 78 (1% | 2 OMG Bee. ciccs 72 63 
Lap Weld, extra strong, plain ends 
Daccdkee dans oued 74 6514 a ee ee 65 59 
oe Oe seceees 76 SES, Oise acta ene ee ts 66 58 
Gee OM seccees 75 66% eR ae 70 61 
oT Ue. wee noes me 68 Seu) Gan OP Bin ss cewn 69 60 
aw. weananes 63 Base | 6 BRE Bikcccucs 63 3 
A Sf. AS 58 47 
Butt Weld, double extra strong, plain ends 
ee ene 63 TE a yer eae 57 49 
er Oe ey «de os 66 591% .S Bt Pere 60 52 
De ee ato een 68 b1% 2 am@ 25%%..-<«-- G2 54 
Lap Weld, double extra strong, plain ends 

aM sid<aeenee vues 64 4 2 eeerererer TS ee 55 49 
SS eee 66 5914 Dee ee Miva wd aows 60 54 
Sa ee Se S sb eans 65 58te | 4, } ae 59 53 
ST eee 66ee sewed 58 47% 65 are 52 42 


To the large jobbing trade an additional 5 and 2% per cent. 
is allowed over the above discounts. 

The above discounts are subject to the usual variation in 
weight of 5 per cent. Prices for less than carloads are two 
(2) points lower basing (higher price) than the above dis- 
counts on black and three (3) points on galvanized. 


BoIrLER TUBES.—Discounts to jobbers, in carloads, in 


effect from May 1, 1914, are as follows: 
Lap Welded Steel — Charcoal Iron 
n. 


i § eS aes 62 eS Be ed a ed one es 45 
BE ce kk em ie eee ees 59 Be en sr bake dane ea 49 
2% and 2% in.......... EE — <lipthpeihehoan rege 45 
f° -. * ers 70 eS aaaeerrrr es 54 
314 and 4% ee 72 3 and 3 ‘4 a 57 
Se vine kiwawe de 66 | 3% te 65) Mt... ce eeess 60 
7 Oe ae a be 06040068 R08 §2 f " 5S Eee 49 


Locomotive and steamship special charcoal grades bring 


higher prices. 
214 in. and smaller, over 18 ft., 10 per cent. net extra. 


23; in. and larger, over 22 ft., 10 per cent. net extra. 

Less than carloads will be sold at the delivered discounts 
for carloads, lowered by two points for lengths 22 ft. and 
under to destinations east of the Mississippi River : lengths 
over 22 ft., and all shipments going west of the Mississippi 
River must be sold f.o.b. mill at Pittsburgh basing discount, 
lowered by two points. 





only the builders’ supply trade but housefurnishing lines 
as well. It is stated that business usually enjoyed by 
the moving and storage people at this time of the year 
shows an enormous decrease owing to the fact that so 
few new apartment buildings have been completed. 
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Moving invariably affects the purchase of housefurnish- 
ings favorably. 

Certain large direct to the consumer concerns are 
feeling the effects of the present dull period, and it is 
stated are preparing to make special efforts to increase 
sales, which are far below normal 

Jobbers are receiving many orders, but quantities are 
very small and the total is not encouraging. Collections 
show no improvement. 

The only rift in the clouds is to be seen in the pros- 
pects for excellent crops. Present indications along this 
line are highly encouraging. 


WirE NAILs.—Orders are said to be holding up in 
good shape, though conservatism is evident in the speci- 
fications as to quantity. Open weather is bringing out 
an increase in building operations with the natural re- 
quirements for nails. 


Carloads to jobbers, $1.78 base; carloads to retailers, $1.83 
base: less than carloads to retailers, $1.93 base, all f.o.b. Chi- 
CgzO. 

DARB WIRE.—Orders are being had for small lots to 
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(iftice of HARDWARE AGE, 
New York, May 5, 1914. 
HE volume of business is still very moderate and 
buying is of the immediate demand order, mer- 
chants specifying frequently but in small lots for quick 
shipment, purchases being chiefly to fill orders in hand 
or to round out depleted assortments. 

One leading manufacturer of high-grade staple me- 
chanic’s tools, used freely by the domestic and foreign 
trade, finds that in the last three months his estab- 
lishment has received more individual orders than for a 
long time, but that they do not amount to much in the 
aggregate. Occasionally there will be a tip-top day, 
followed by four or five days of midget orders, yet 
despite all the prevailing discouragements the monthly 
footings look better than seems possible when the mail 
and salesmen’s orders dribble into the office. Goods 
invoiced by this company from four factories, for the 
first quarter of the current year, were about 10 to 11 
per cent. less than the corresponding period in 1913. 

Trade lacks snap and animation, and offers of cut 
prices to buyers for sizable orders to help out the fac- 
tory forces are no inducement, as merchants will not 
buy liberally at any reasonable concession. Most manu- 
facturers are operating with reduced numbers or on 
shorter hours, or both. 

In some classes of staples, of housefurnishing char- 
acter, especially for kitchen and dining room used 
everywhere, sales are up to last quarter, and in some 
leading centers a little ahead, but these lines seldom 
run much beyond or below about 10 per cent. either 
way, which are limits usually in dull or good times, 
with a maximum of 30 per cent. in exceptionally hard 
times. This is because in a considerable proportion of 
the articles, when a utensil is worn out or injured it 
must be replaced at once. Merchandise of luxurious 
or semi-luxurious character suffers more, while me- 
chanics’ tools show large decreases because of idle 
workmen and impaired incomes. 

Crop prospects are especially bright, and so far a 
bumper production seems likely, in materials, fruit, 
vegetables and farm yields, generally. 

There should be, normally, a good building program 
under way at this season of the year, but new construc- 
tion is at almost a standstill and the lack of large con- 
tracts has resulted in price concessions. The policy of 
the railroads in confining purchases within very restric- 
tive limits is a chief cause of reduced output. A low- 
ering of price on copper has stimulated somewhat the 
demand for this metal. 

Liabilities of commercial failures for April amount 
to $18,365,553, of which $6,139,059 was in manufactur- 
ing, $9,907,625 in trading and $2,318,869 in other com- 
mercial lines. Failures last week totaled 308 in the 
United States, against 293 last year, and 53 in Canada, 
against 34 in 1913 for the corresponding periods. 


Hardware Age 


complete broken stocks in this product. The selling 
season for barb wire is practically over and no large 
volume is anticipated. 


Carloads to jobbers, painted, $1.78, base; galvanized, car- 
loads to jobbers, $2.18, f.o.b. Chicago. The regular advance 
to retailers and for small lots. 


FENCE WIRE.—F abricators continue to receive orders 
for fence wire which are satisfactory considering the 
season. 

For fence wire, f.0.b. Chicago, jobbers, in carloads, an- 
nealed, $1.58; galvanized, $1.98; retailers, carloads annealed, 
$1.63; galvanized, $2.03. Retailers, less than carloads, an- 
nealed, $1.73; galvanized, $2.18; staples, bright, in carloads 
to jobbers, $1.78; galvanized, $2.18. Carloads to retailers, 
ae Sees with an additional advance of 10c. for less than 
carloads. 


LINSEED O1L.—The schedule in effect to-day, f.o.b. 
cars, Chicago, and subject to change without notice, for 
strictly pure old process linseed oil, is as follows: 


Carload lots, raw, 50c.; boiled, 5lc.; 5 or more barrels, raw, 
53c.; boiled, 54c.; less than 5 barrels, raw, 55c., boiled, 57c. 





Bank clearings for the latest week in the United 
States were $2,878,467,464, an increase of 4.8 per 
cent., as compared with $2,746,532,052 for the corre- 
sponding week in 1913, but a decline of 10.3 per cent. 
compared with the similar week in 1912. The United 
States Street Corporation for its March quarter shows 
earnings of $17,994,381, which exceeded by several mil- 
lions recent estimates in the financial district. There 
was, nevertheless, a deficit for the quarter of $6,289,644, 
which was provided for from the surplus. 


WIRE NAILS.—Business in wire nails is extremely 
dull and uneventful. Buyers seeking to contract for 
carloads are scarce, and there are many who want the 
business which makes competition even keener; always 
so in this market. The monthly totals are only fair, 
but merchants are hoping for a change as the weather 
gets warmer. 

Wire nails, out of store, are on the basis of $1.85 per keg. 


Cut NaiLts.—There has been a fairly good business 
in cut nails and there is a bit more inquiry than last 
month. Sales are a trifle larger and specifications are 
a little better. Whenever nails are ordered they are 
wanted in a great hurry. 

Cut nails, out of store, are based on $1.80 per keg. 


WINDOow GLAss.—The turnover in window glass, 
among both manufacturers and distributors, remains 
on about the same basis it long has been, with very 
little business being transacted. Many of the factories 
will have closed down by May 15, a good proportion of 
which have already dropped their fires. By May 29, 
at least, or before they will all have shut down until 
October or November next. Because of the light busi- 
ness manufacturers do not care to accumulate stocks. 
Concessions in price would not sell goods because mer- 
chants do not want them. 

Window glass, in the Eastern market is quoted, nominally, 
at 90 and 20 per cent. discount on single thick and 90 and 
25 per cent. on double thick, from jobbers’ lists. 

NAVAL STORES.—The market for naval stores in and 
about New York is quiet, due partially to the weather 
which has retarded the seasonable painting demand for 
turpentine. Sales are of routine character and round 
lots are scarce. Turpentine, in yard, is quoted at 46 
cents per gallon, but with little inclination to make 
concessions from this price. The strength of the 
primary market, where the new crop is delayed, serves 
to steady the situation here, the receipts at Savannah 
being taken by reporters at current prices. Rosins are 
dull and nominal with but slight fluctuations for the 
different grades. 

Common to good strained, in yard, on the basis of 280 Ib. 
per bbl. is held at $4.10 and D grade at $4.30 per bbl. 

Rope.—The market for Manila rope is firm, with no 
changes or any evidence of weakness in the price. The 
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last two declines are not justified, it is asserted, in 
view of the price of the raw material and was caused 
by one interest seeking to protect its trade by meeting 
competition from various sources. Some manufactur- 
ers, in the event of change, can see nothing possible 
but advances owing to the scarcity of raw material. 
Sisal is likely to be affected by disturbances over a 
larger area in Mexico, especially if they spread to 
the Yucatan district from which sisal comes. So far 
that province has been quiet, but more lately some 
ships have left Progreso without full cargoes. Any 
scarcity of material and consequent increase in the 
price of sisal will sympathetically affect Manila hemp 
because in some grades of rope sisal is used in part, 
as well as mainly for builder twine. 


SAN FR 


tottice of HARDWARE AGE, 
San Francisco, April 27, 1914. 





HE past week has brought a little more encourage- 
ment in local retail and jobbing circles. Many 
reasons for dissatisfaction remain, partly due to cer- 
tain competitive conditions, for which there is appar- 
ently no remedy; but the general demand for miscel- 
laneous shelf goods has picked up very noticeably, and 
in some quarters money is coming in more freely. Some 
of the local jobbers report current sales, especially in 
the lighter lines, as highly satisfactory, with indica- 
tions that the trade at large has begun to fill in de- 
pleted stocks. Goods offered at special sale due to 
retirement from business, etc., are rapidly being cleaned 
up, and there are indications that very few such offer- 
ings will appear from now on. It does not appear that 
retailers generally are buying far ahead of require- 
ments, but there is an evident appreciation of the neces- 
sity of carrying more complete stocks than have been 
the rule for some time past. 
Business is very largely in seasonable goods. Garden 


International Trade Developer 


HE “International Trade Developer” is the title 
+ of an enterprise, having its head office in the 
Consumers building, Chicago, Ill., and a branch 
in the Tribune building, New York. There is a 
book of nearly 800 pages, each 1114 x 8% inches, 
bound in blue cloth; constituting an official ship- 
pers’ guide of the Nippon Yusen Kaisha. 

This is the eighth year of publication and the 
book has been issued for the purpose of bringing 
buyers and sellers of all nations together. It is 
offered as the only publication of its kind, con- 
taining a commercial description of the principal 
cities of the world, also the announcements of 
over 1200 manufacturers, exporters, importers, 
merchants, etc., referred to as old establishments, 
‘large financially and conservative firms doing busi- 
ness in their respective cities. 

There are over a hundred yellow pages index- 
ing international buyers and sellers. In this list 
there has been set forth only a few representative 
firms under each classified heading, from the prin- 
cipal manufacturing and trade centers of the 
world, sufficient to enable a buyer to obtain prices 
and other information on various products, and 
the manufacturer to make new connections for the 
sale of his merchandise. This guide is carefully 
distributed by the Nippon Yusen Kaisha and 
reaches importers, exporters, plantation owners, 
industrial and financial managers, governments, 
municipal, railway and mining officials and buyers 
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LINSEED O1L.—Orders for linseed oil are practically 
unchanged, although there is a disposition on the part 
of some sellers to accept current prices for more ex- 
tended deliveries. In other words, while ordinarily the 
deliveries would necessarily be in the near future, a 
longer contract time is being granted, and in some cases 
it is said is as far in advance as September. The trade 
may be characterized as dull and unsatisfactory, with 
prices unremunerative for oil on the basis of present 
prices for flax seed from which to make it. 


Card prices on linseed oil, raw, city brands, are 54 cents on 
lots of 5 or more barrels and 55 cents per gallon for less than 
5 barrel lots. 

State and Western oil is 50 cents per gallon in carloads and 
291 cents in less than carload lots. It had been sold recently 
as low as 49 cents per gallon in carload lots, but has 


recovered from that point. 


NCISC¢ 


tools are in strong demand, and summer household sup- 
plies receive more attention than before. There is fair 
activity in the paint department. Automobile supplies 
are hardly up to expectations, but considerable business 
results from the extensive use of gasoline power in 
the country. A large hay crop has brought a lively 
inquiry for mowers, presses, etc., and orchard supplies 
are also moving more freely. Improvement in building 
hardware is very gradual, though tools for outside work 
are keeping up in good shape. 

A very satisfactory movement is noted in nails and 
wire fence, and galvanized sheets are in fair demand, 
though these, in common with the heavier lines of 
steel, are bringing the jobber little profit. Bars, pipe, 
etc., receive only limited attention. Jobbers continue 
to buy from hand to mouth, and in fact are anticipating 
their requirements as little as possible in all lines, 
their orders quickly reflecting conditions in the con- 
suming market. Local trade conditions have not been 
perceptibly affected in any way by the developments in 
Mexico. 





generally in innumerable countries, although it 
especially covers the far eastern countries, such 
as Australia, New Zealand, China, Japan, India, 
Java, the Philippine Islands and Hawaii. 

This year, in connection with the opening of the 
Panama Canal, there has been obtained consider- 
able American business and a list of the new ad- 
vertisers is mailed every few weeks to all the 
agents of Nippon Yusen Kaisha generally, of 
which there are nearly 100. 


J. E. Sommers Sticks to Job 


OHN E. SOMMERS of Clarksdale, Miss., who 
resigned as secretary of the Mississippi Retail! 
Hardware Association at its recent annual conven- 
tion held at Jackson, Miss., was unanimously urg-d 
by the association to serve for another year. Mr. 
Sommers accepted, with the understanding, HArp- 
WARE AGE is advised, that a new secretary be ap- 
pointed at the next convention. 


THE FOREIGN COMMERCE OF THE PHILIPPINES for the 
calendar year 1913, fell materially below the high 
record of 1912 in both imports and exports. The total 
imports amounted to $53,312,786, or $8,355,105 less than 
in 1912. Exports amounted to $47,772,956, a reduction 
in value of $7,011,782, reflecting the continuing effect 
of the drought and typhoons of 1912 on the leading 
products of the islands. The sugar crop now in process 
of harvesting is confidently expected to surpass all 
recent records, while cocoanut and hemp plantations 
are expected soon to resume normal production. 
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MANUFACTURER FAVORS PRICE MAINTENANCE 


Editor HARDWARE AGE: 

A> you probably know, we are great believers in 
price maintenance. We have tried in years 

gone by the open market and our re-sale system, 

and the latter plan undoubtedly is the best in every 

way. Of course I speak more particularly of our 

own business. 

The jobber and the retail dealer each should make 
a living profit and the manufacturer should do 
everything in his power to make this possible and 
to establish stability as regards the market for his 
lines. 

The jobber and dealer ordinarily will make a 
living profit, and if prices are cut in one line they 
will make up the difference in other lines and the 
consumer will not get off any cheaper in the long 
run. 

I very firmly believe that the price maintenance 
system is based on good sound business practice 
and there is nothing in it which interferes with the 
rights of anyone. I feel very sure that it is not 
correct to say that when a manufacturer parts title 
to his goods he also parts title to all his rights. 
His good-will is still in the goods and it has been 
bought at a very heavy price in advertising as well 
as superior quality given in his goods over a long 
period of years. 

It is my opinion that anything which interferes 
with a full and efficient distribution of a manu- 
facturer’s product interferes with his rights and 
good-will, and that if he chooses to establish a re- 
sale price any price-cutting is interfering with his 
rights. 

In other words, I believe in the work of the Fair 
Trade League and I was interested in the article 
in the HARDWARE AGE of March 12 by Mr. A. A. 
Chenay under the heading of “Price Standardiza- 
tion a New Term.” 

The bill introduced by Representative Metz of 
New York, is, I believe, along the right lines and 
founded on good practical business sense. There 
is one section, however, which if it actually appears 
in the bill would be subject to very serious criticism 
by all business men; that is, the requirement of a 
uniform price schedule to be filed in the Bureau of 
Corporations as a “public record,” to be supple- 
mented with notice thirty days in advance of any 
change in prices. 

You can of course realize that a change in price 
could never be made a matter of public record for 
thirty days—this goes without saying. Neither do 
I believe it is safe or wise to file any record of a 
change in price on the assumption that it would be 
kept confidential. 

In the first place no manufacturer is in a position 
to commit himself one way or another as regards 
prices for a period of thirty days. You must know 
that conditions change so rapidly—for instance, in 
the steel line and in the metal markets—that it 
would be folly for a manufacturer who uses these 
goods in the manufacture of his wares to under- 
take to give thirty days’ notice. If he meets the 
other requirements of this bill and treats the trade 
fairly, not showing discrimination in favor of one 
dealer as against another, he will do all that should 
be required of him. 

I believe it not only entirely unsafe for a manu- 
facturer to say what his price would be for thirty 
days in advance, but I further believe that no 
record should be given to anyone of what changes 
are intended even though it was the purpose to 
keep such record confidential. 

In our business when we advance prices there are 


only two or three of the members of the executive 
board who know about it, and within four or five 
hours after it is decided we issue the notice by 
telegram. 

In this way we treat each of our customers ex- 
actly alike and no customer can possibly get his 
goods on the old basis by pretending that he mailed 
specifications before the advance—neither can there 
be any possibility of anyone being “tipped off.” 

You can readily see that a notice to the Bureau 
of Corporations might possibly to kept entirely 
confidential at Washington; but how about the rec- 
ord in the office of the manufacturer? It would be 
utterly impossible to keep the information secret 
from the clerks and the arrangement would work 
very badly. In other words, it would defeat the 
idea that Representative Metz had in his mind re- 
garding this point. 

I am in hopes that the present Congress will 
legalize price maintenance, which is not only fair 
to the manufacturer but to the jobber, retail dealer 
and consumer alike just so long as he does not 
discriminate in favor of one as against another 
and one locality against another locality, and these 
points I think have been carefully covered in this 
bill. 

This pian I think is infinitely better than an 
open market which means great injury to the 
manufacturer, as an open market means small stocks 
in all localities, the effect being that only a few 
staple items are carried. I feel that this seriously 
interferes with the rights of the manufacturer who 
is entitled to a selling plan which will give him 
efficient distribution of his product. 

Yours very truly, 
SALES MANAGER OF LARGE EASTERN MANUFACTURER. 


Meriden Cutlery Co. Not Sold 


Editor HARDWARE AGE: 
WE understand that it is being reported through 
the country that Landers, Frary & Clark have 
purchased Meriden Cutlery Company. The report 
of this kind was published in a Connecticut paper 
some months ago, but but was denied in the same 
issue. The report seems to have traveled faster 
than the denial. 

We would like through the medium of your jour- 
nal to state that this report is absolutely without 
foundation; that we have no connection with any 
other company, except such ordinary business cour- 
tesies as should exist between competing concerns. 
We hope to do business at the old stand for many 
years yet, furnishing the best table cutlery that is 
made. MERIDEN CUTLERY COMPANY, 

H. A. CurtTIss, President. 


Midland Furnace Club Meets 


WENTY-FIVE members attended an interesting 
meeting of the Midland Furnace Club at the 

La Salle Hotel, Chicago, on April 28, the occasion 
being the regular quarterly gathering of this body. 

A paper read by M. J. Strum, president of the 
Chicago Architects’ Association, on the subject of 
“Ventilation” was the principal topic of interest. 

Mr. Strum has recently been appointed as a mem- 
ber of the city commission on ventilation, a body 
which is investigating foul air conditions in theatres 
and other public gathering places. 

Members were inclined to be optimistic as to the 
business outlook, though admitting that the season 
had not opened as early as usual. 
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PATTERN FOR POULTRY FEEDER 


Hardware Age Sheet Metal Expert Gives Instructions 
By A. F. MUELLER 
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Detail drawings for poultry feeder 


nized sheet metal poultry feeder that is used 

for dry mash, bran, grit, shell, charcoal, etc. 
They are made in various sizes and in two or more 
compartments and double, that is, as if two of them 
were placed back to back. The cover is pitched so 
that the poultry cannot roost upon it and has a 
handle attached for convenience in carrying from 
place to place. This handle, being folding, can also 
be slipped over a stake which will prevent the 
feeder from getting turned over. 

Fig. 1 is the plan and Fig. 2 is the elevation, but 
these are not necessary in developing the patterns, 
having only been presented to make the problem 
more plain. Fig. 3 is the side elevation and con- 


| ar 15 is a general view of a style of galva- 
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tains all the measurements necessary excepting the 
width. The patterns are partly developed by pro- 
jection in order to show the connections between 
the several parts. 

On the extension of the line 1-4, as line 2-1-1’-2’ 
place the stretchouts of the back and the two sides 
in which the back is in the middle and from the 
points draw lines that are parallel with 1°. To these 
lines and at right angles to them project the points 
of similar numbers, connecting the points thus lo- 
cated will result in the net pattern for the back and 
sides. From the points a’ and b’ draw lines at 
right angles that are equal in length to half the 
width of the front side as a and b. Connect a and 
b and then will a-a’-b’-b be the net half pattern for 
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the front. In the same way lay off the other half 
pattern as shown by a°-a”’-b’-b°®. At the top add 
_ material for wiring or hemming and to the sides 
material for a grooved seam a section being taken 
on k-m of Fig. 15 and shown at Fig. 11. If for any 
reason the seam should be in the rear side the pat- 
tern will then appear as is shown in Fig. 5. The 
edges of b-b’ and b°-b” may be either left as raw 
edges or hemmed. 

The front and part of the sides of the pan are 
added or riveted to the body after it is formed and 
grooved and the pattern is shown in Fig. 6 in which 
e-4 is equal to c-4 of Fig. 3 and the part f-c mate- 
rial added for a riveting lap. 4-4’ is equal to the 
width of the side and material is allowed at the 
top for wiring. 

Fig. 7 is the pattern for the body and is laid out 
a trifle smaller than the lengths of the ends and sides 
and then the seaming material added. The first 
edge is hemmed and then the second edge is turned 
at right angles in the bar folder. The first edge 
or the hem is then opened with some sharp instru- 
ment and after the pan front has been riveted to 
the body, the bottom is slipped onto the edges of 
the two, pinned down and tacked at intervals with 
solder. If the edges be slightly bent outward after 
pinning it will have the same effect as the crimping 
on round cans. Fig. 9 shows a section on this seam 
and it will be noticed that the clamping or hem edge 
is smaller than the other edge, not so much but 
enough so it won’t interfere when it is being turned 
in the folder. Fig. 10 is a section on the wired top 
of the pan as shown by j-i in Fig. 15. 

Fig. 8 is the pattern for the cover whose width 
is a good clearance allowance wider than the slant- 
ing top at 1°-a in the side. The length, also some 
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longer than the width of the side taking in account 
the wired top edge of the body. On the ends and 
the front side there is an apron as A and a wiring 
or hem edge as at B. When the edge is wired the 
lap C is not necessary and the edges of the aprons 
can butt. The beveled edge 1-e is obtained from the 
side elevation, in which view use 1° as center and 
with any radius describe an arc e-d. With the 
same radius and 1 in Fig. 8 as center describe an 
indefinite arc. From the point d intersect this 
are with an arc whose radius is d-e of Fig. 3 locat- 
ing e. Draw a line from 1 to e and where this line 
crosses the apron will be the top edge of the apron. 

On the edge opposite to A add material for a 
wire and notch out for hinges as shown at E and 
turn the piece against the cover as at E’. Insert 
in the notches after wiring, pieces of metal to make 
the hinges, a vertical section through the hinge 
p-q being shown in Fig. 13, and a section through 
the front on n-o in Fig. 12. The hinges, it will be 
seen, are riveted to the body and independent of 
the wire in the body. 

In Fig. 14 is illustrated the handle which is 
riveted to the body below the wire so as not to in- 
terfere with the cover. This handle may be a loop 
or a ring, whatever is most conveniently or easilv 
made. 

No pattern is shown for any partition which 
would have the same shape as that part of the side 
elevation 1°—-2—c°—1%, or in a modified form as 
e—2—c°—1”, to which a hem edge is added at the 
top and riveting edges on the sides 2—c° and 
1°—1*. In turning these edges at right angles they 
should be turned full or the partition will be a trifle 
too wide and cause trouble when they are being put 
into place. 


HOW TO MAKE A GROCER’S SCOOP 


By J. HENRY TESCHMACHER, Jr. 


for the tin shop as presented in recent issues 
of HARDWARE AGE, the scoop problem is 
taken as a basis for this exposition. 

Although these scoops are sold by large manufac- 
turing concerns at a cost that precludes making 
them in the average tin shop of hardware stores, it 
nevertheless is a fact that in many shops special 


+ ONTINUING the discussion of making articles 





Fig. 1. 


orders for these goods are often received which 
makes it a worthy idea for the tinner to study up 
these problems, inasmuch as the old-time assort- 
ment worker is now nearly extinct. 

Some time ago a certain shop was asked to make 
several large scoops of brass and to certain dimen- 
sions, which were more than ordinarily large and 
were wanted to handle some sort of coarse and 
heavy material, which meant that these would neces- 
sarily have to be made as strong as possible. It 


was required also that a heavy wire be curled 
around the open end of the scoop, but this, as it can 
be readily understood, would be impractical because 
the bottom, at least, of the open end of the scoop 
has the function of cutting through the material to 
be lifted and hence must needs be sharp; so it was 
suggested and passed on that the body proper be 
made of still heavier gage of metal and only one- 
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half of the open end be wired, appearing then as 
in Fig. 1 of the accompanying drawings, which 
perhaps will convey an idea of the article. 

In Fig. 2 is shown the working drawing of the 
scoop—attention is called to the back, or body end, 
of the scoop, which was raised with a raising ham- 
mer on a block of lead to the shape shown, which 
was done to remove the buckles in the material, add 
rigidity and to conform with the manufactured 
article. Note again that the stiffening boss is cen- 
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trally placed, as can be seen in both Figs. 1 and 2, 
which again was done to conform with the manufac- 
tured article and also for the sake of appearance; 
while in the design of the scoop of the problem in 
August issue the boss is not centrally placed and 
has an elliptical shape where connected to the back 
of the scoop, which means that the outer edge of 
the boss is decidedly not concentric to the outline of 
the back of the scoop—a mere detail, perhaps, but 
bespeaks careful designing. 

The body proper of the scoop is a circular cylin- 
der, the pattern of which is obtained as in Fig. 3, to 
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the same elucidation as for the body of the prob- 
lem in August issue. Note the allowance for the 
groove seam, the double seam and the wire at B. 
The prick mark A is placed in all blanks to assist in 
assembling, as explained later, and the pattern for 
the back or end of the body is the profile of the 
body, as shown, to which is allowed the double 
edge R for double seaming, and the three prick 
marks shown (designated by a double circle and a 
cross) are to be placed in all blanks for the purpose 
of aiding in assembling; a circle shown dotted, 
scribed around the center mark and a line scratched 
through all three marks. 

In Fig. 4 is shown the method of developing the 
pattern of the handle, which is as per the descrip- 
tion of the problem in the August issue. Allow- 
ances are shown on the pattern for the lap seam 
and connecting edge to the back of the scoop, and 
the prick marks shown are to be placed in all blanks 
to indicate the amount of lap. The pattern of the 
end of the handle is the profile of the handle, which 
is increased in size to agree to a suitable hollow 
punch, so as to have material for the take-up of the 
curved shape and soldering edge. 

As was said, the boss was placed concentrically 
in respect to the outline of body end, therefore a 
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different process is perforced to obtain the pattern 
to that expounded in the August issue. In Fig. 5 
the elevation of the cross section is reproduced, and 
as the profile on the line 0 6 is a circle, the half- 
circle profile is attached in the customary manner, 
as shown. And by reason of a section of a cone 
at right angles to its axis being a circle, a half-circle 
profile is attached also, as shown, on line 0’ 6’. These 
profiles are spaced as indicated, lines drawn to base 
lines and solid and dotted lines criss-crossed over 
the elevation, the true lengths of which are ascer- 
tained in the diagrams in a manner that it would 
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seem is now familiar to all, and likewise the de- 
veloping of the pattern, one would think, is under- 
stood and can easily be followed by referring to the 
drawings; so why expatiate! 

The procedure of making these scoops was to cut 
out the required number of blanks; run the blanks 
through the rolls a few times to remove the kinks 
in the metal; turn the groove seam edges of the 
body in the folder; roll up the bodies; groove the 
seam; turn the edges in the thick edge machine for 
the wire and insert the wire; turn the edge for the 
double seam in the burr or thin edge machine. 

Bump up the body ends with the raising hammer, 
using the thin edge machine to assist in throwing 
out flat the outer edge of the body ends; turn the 
edge for the body ends; turn the edge for the double 
seam in the thin edge. Snap the ends on the bodies; 
double seam same on a suitable stake, seeing to it 
that the scratch line on the ends is in right position 
in respect to the groove seam of the body and also 
mark A, of Fig. 3, of the body. 

Roll up the handle blanks as far as possible in the 
rolls, finish on a suitable stake; solder the seam on 
the handle blanks, keeping the edge on the prick 
marks so that all will be of the same size. 

The handle ends are now cut out with the hollow 
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punch, the act of doing which gives the desired 
rounded shape to the ends; the small edge is turned 
in by means of a mallet on a stake; the slot for the 


ring cut with a cold chisel; after inserting the ~ 


hinge of the ring in this slot and soldering the 
turned over edges of the hinge, the handle ends are 
carefully soldered in the handles, filing them off 
smooth. 

The rings were made by taking a stick shaped 
like Fig. 6, in one end of which is drilled a hole; 
this stick is firmly fastened in a vise, one end of a 
long piece of wire inserted in the hole in the stick, 
and the wire then tightly wrapped around the 
stick, the cutting of the wire along the flat part 
with wire nippers giving the desired rings, the 
hinges of which are just pieces of metal clinched 
around the flat part of the ring. After turning out 
the small soldering edge at the bottom of the handle, 
the handle is soldered to the body end, using the 
scribed circle and scratch line thereon for a guide 
in the proper placing of the handle. 

The boss is now rolled up, the seam tacked with 
solder; the edge turned out; seam reopened and 
boss wrapped around the handle and its seam sol- 
dered; boss soldered to the body end and also to the 
handle, which completes the assembling, except that 
the scoops were washed clean of all acid, after which 
they were sent to a nickel plating concern and 
buffed to a high polish. In conclusion, it is to be 
said that it was specified that the wired edge of the 
body be soldered watertight, which was done when 
soldering on the handle or the boss. 


“Diamond Edge” 50 Years Old 


T HE Shapleigh Hardware Company of St. Louis, 

Mo., is this month celebrating the fiftieth an- 
niversary of the adoption of its “Diamond Edge” 
trade mark. 

By records in the possession of the Shapleigh 
Hardware Company it is shown.that the “Diamond 
Edge” trademark was first used by that concern in 
May, 1864, and has been used continuously since 
that date. The authorizing of registrations of 
trademarks was not approved by Congress until 
March 8, 1881. It will be seen, therefore, that the 
“Diamond Edge” trademark had been in use seven- 
teen years before Congress had enacted a law per- 
mitting the issuance of copyrights. 

The “Diamond Edge” trademark started in a 
small way and applied to only a few items of tools 
50 years ago, though to-day it covers the entire line 
of hardware distributed by this concern. It was 
in more recent years that the company’s slogan 
“Diamond Edge Is a Quality Pledge” was adopted. 


AT ONE OF THE FRONT DOORS of the Philip Gross Hard- 
ware Company’s store in Milwaukee, Wis., the first 
person to greet the visitor is Henry M. Gay, superin- 
tendent of the store. Mr. Gay personally knows most 
of the regular customers of the Gross store, having 
been there since April, 1906. On April 28 Mr. Gay 
celebrated his fiftieth anniversary in the hardware 
business, having started in the line on April 28, 1864. 
His first employer was H. A. Whitney, of McGregor, 
Iowa. Later he went on the road and continued travel- 
ing for 37 years. During the ’70s he was with Sexton 
& Company, Milwaukee, and from 1875 to 1888 was 
with Biddle Hardware Company, of Philadelphia, and 
later traveled for other prominent hardware jobbers 
and manufacturers, agents in Chicago and Milwaukee. 


THE F. B. WARNER ARMS COMPANY, 33 Prospect 
street, Brooklyn, N. Y., has purchased the Tobin Arms 
Mfg. Company’s property at Greenville. The Warner 
Company will move both plants to Norwich, Conn., 
about May 1. 
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S. E. JONES MAKES CHANGE 


Will Specialize on Stone Systems and 
Specialties 


Ai HE following announcement has been received 
by HARDWARE AGE from Sharon E. Jones, for- 
mer president of the National Retail Hardware As- 
sociation: 

“After thirty years’ continuous business expe- 
rience in the retail hardware lines, I wish to an- 
nounce to my friends and to the hardware trade 
that I have retired from the active retail business 
and entered a new field of activity, viz.: hardware 
specialties and store system under the firm name 
of Sharon E. Jones Company, with offices in the 
Meridian Life building, Indianapolis, Ind. 

“This company is composed of myself and son- 
in-law, W. Glenn Pearce, who will have charge of 
the hardware specialty department, but I will 
have personal and sole charge of the store system, 
arrangement and equipment department. 

In this brief announcement, I wish to say that it 
will be our constant aim to improve the conditions 
of the retail hardware dealers by bringing to their 
attention hardware specialties and profitable side 
lines and by rendering services in the most mod- 
ern methods of arrangement and equipment of 
store and system of conducting the business. 

“T am informed that over 1,700 retail hardware 
dealers retired from the business in 1913, and that 
most of these found there was no profit in the 
business. It goes without saying that a majority 
of them were conducting business along the old 
lines and methods and were attempting to make 
it successful by handling only standard or staple 
lines and having nothing to do with specialties. 
The day has come when the retail hardware deal- 
ers must modernize business by adding profitable 
side lines and specialties and by proper arrange- 
ment, equipment and system, or the live compet- 
itor, the mail order house and the department store 
will carry off all the profitable part of the busi- 
ness. 

“I feel that I need no introduction to a great 
many dealers, who know this to be my hobby. Nor 
am I advancing any new theory or untried prin- 
ciple. I have “practiced what I preach” for the 
past 30 years, and the monument to my success is 
the Jones Hardware Company at Richmond, Ind., 
having a national reputation of being the best 
equipped and largest retail store of its kind in the 
United States—a business growing from nothing 
to a volume of over a half million per annum in 
a small town with plenty of competition, the 
success of which is attributed solely to the wise 
selection of such lines as go well with hardware 

and the adoption of modern methods constantly. 

“So that I feel that I can conscientiously offer 
to the retail hardware dealers a peculiar and valu- 
able service and enable them to do a larger vol- 
ume of business and at an increased profit, we 
are now arranging with manufacturers to repre- 
sent them direct and hope soon to be able to an- 
nounce a good line of profit makers. We are al- 
ready prepared to solicit correspondence on store 
arrangement, equipment and system.” 






THE BUCKEYE ALUMINUM COMPANY, Wooster, Ohio, 
has just completed an addition to its factory. This ad- 
dition is in the form of an L to the original building, 
and is 100 x 65 feet and two stories high. An office 
building, 30 x 60 feet is also being constructed. 


CHARLES D. BRIDDELL, manufacturer of oyster knives, 
handles and other specialties, has moved his plant from 
Marion Station to Crisfield, Md. 
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The Stanley } Works. 


New Britain, Conn. 
100 Latayette St. New York, /5£ lake Stl hrcago, Ill 


Makers of Steel Butts and Hinges 


See our Box Strapping advertisement on Page 171 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 


Anchors and Iron Shields 


The U. S. Expansion Bolt Company, 
New York, Chicago and Boston, is 
bringing out a new line of one piece 




















The top cut shows the improved screw 
anchor. The lower cut the improved lag 
expansion shield 
composition anchors and two part 
malleable iron shields, for use with 
wood screws from one-eighth inch to 
one and one-half inches in diameter. 
They are simple of construction, quick 
and easy of application and long and 
strong on holding power. The U. S. 
Company is rapidly extending its 
operations and expects shortly to open 
branch offices in all of the more im- 
portant distributing points through- 
out the country. The New York City 

office is at 48 Dey street. 


“Introstile”’ for Door 


The Introstile Mfg. Company, Mari- 
etta, Ohio, is making the “Introstile,” 
a safeguard for every door bottom, 
which also shuts the under-door entry 
to discomforts of every sort and af- 
fords sure and lasting protection. 

One of the most perplexing single 
features in building is perfecting the 
door bottom, a problem which the 
company claims is solved by the “In- 
trostyle.” It closes the crack under 
the door or casement window, seals it 
tightly, which cannot be accomplished 
by the use of a threshold on account 
of binding. 

The “Introstile” does away with the 
unsightly, unsanitary, worn-down-in- 
the-middle interior threshold, giving 
smooth unbroken floors from room to 
room, without cracks under the doors. 
It also modifies and deadens sound, 














‘Introstile” installed, showing position 
when door is closed 


and draftproofs, dustproofs, water- 
proofs and odorproofs the door bot- 
tom. 

It is independently automatic and 
positive in operation, noiseless to the 
ear, invisible to the eye. The opening 
and closing of the door controls its 
action. Once installed no further at- 
tention is needed. 


The “Introstyle” is artistic in de- 
sign, plated in oxidized copper and 
other finishes, and compares in every 
particular with other up-to-date door 
hardware. It does not however come 
into sight, and its installation makes 
no alteration in the appearance of the 
door. 


Peerless Steel Squaring 
Shear 


A new steel squaring shear has 


‘been recently brought out by the 


Peerless Tool Company, 3108 South 
Halsted street, Chicago, IIl., which is 
made entirely of steel, and is equipped 




















Peerless steel squaring shear 


with steel gauges, steel top shelf and 
expansion steel treadles. 

The machines are unbreakable, the 
company claims, and will cut heavier 
material than cast shears. 

The treadles consist of a very simple 
arrangement, and are built so that 
the pressure, no matter where it is 
applied, is equally and automatically 
distributed, preventing breaking or 
twisting of the treadle. 

The shears will cut No. 18 gauge 
soft steel; allowances should be made 
for harder material. 

The cutting edge of these machines 
is slightly longer than sizes given, in 
crder to allow the cutting of sheets at 
a slight angle. The steel hold-down 
works automatically with top cutting 
bar and can be furnished with any 
size shears desired. 


“Millers Falls” Hand Drill 


The Millers Falls Company, 28 


Warren street, New York City, has 


added a new hand drill to its line. 
This hand drill has a hollow end 
handle with detachable breast plate, 
adjustable to different positions, and 
with a receptacle for holding twist 
drills up to the largest size within the 
capacity of the chuck, detached by 
loosening a knurled check nut and 
pressing on a plunger, and shaped so 
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that the tool may be used as a breast 
drill. 

The frame is of malleable iron, the 
handles of stained hardwood, the other 
parts are nickeled. 

The speed is instantly changeable 

















“Millers Falls” new hand drill 


1% to 1 and 4 to 1, operated by shift- 
ing a knurled ring without removing 
the bit from the work. 

The ratchet is simple and effective, 
operated by raising and turning to 
the right or left the cap to a small 
hoss on the crank handle. This is a 
convenience in cramped places or in 
doing delicate work. 

The chuck is of “Star” pattern with 
three jaws opening with springs that 
are protected and do not get out of 
order. They close evenly on and cen- 
ter accurately around shanks from 
0 to % inch in diameter. 

The length without the handle is 10 
inches, with the handle 15% inches. 


Lane Barn Door Hanger 


In accordance with its usual prac- 
tice of periodically bringing out new 
goods, the Lane Brothers Company 
of Poughkeepsie, N. Y., recently 
placed on the market a new type of 
barn door hanger rail which is a de- 
parture from anything heretofore fur- 
nished by the company in that line. 
It is a tubular rail supplied with 
loose steel brackets. 

This new style of loose steel bracket 
for a round track may be inserted 
through the side of the rail anywhere 
and not necessarily from one end. 
This is a great convenience in erect- 
ing. The form of the bracket—double 
braced, and the material of steel, 

















“Lane” barn door hanger rail 


gives great sustaining strength with 
an unusually narrow slot. 

The screw holes diagonally ar- 
ranged are not in line with the grain 
of the wood to which they are at- 
tached. Sufficient quantity of brac- 
kets are furnished for spacing 16-inch 
centers. Separate long tubular dowels 
are included for joining the rail sec- 
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No. 221 
R-W Advance 


Parlor Door Hanger 





Saves Wear On) Door S 


R-W hung sliding doors last longer 





than swinging doors. The weight is 
suspended from the proper place—the 
top—not the side. They do not dam- 
age themselves or the furniture or walls 
when open. They are noiseless, aid 
home arrangement—popular all over 
the world. 


No. 221 is designed for the best 


homes, but we have “‘a hanger for any 
door that slides.”’ 


chards- Wilco 





MANUFACTURING Co. fax 


AURORA ILL.U.SA. 


Richards-Wilcox Canadian Co., Ltd. 
London, Ont. 
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tions in perfect alignment, also end 
stops as required. This rail may be 
used with any type of tubular hanger. 

The particular feature of advantage 
in this type of loose bracket rail is 
that the brackets may be inserted 
anywhere along the length of the 
track and it is not necessary to drive 
them in from the end. Far more 
lineal feet of rail may be stored be- 
neath the counter than when the brac- 
kets are rigidly attached. It isalso a 
convenience in handling, as there are 
no projections from the tubes of steel 
which are bound closely together in 
a compact bundle; the brackets are 
shipped separately in bulk. 


Rittenhouse Fly Trap and 
Mole Trap 


J. F. Rittenhouse, Liberty Mills, 
Indiana, is featuring his new fly trap 
which is nineteen inches high and 
eleven inches in diameter. The frame 

















The Rittenhouse flytrap is shown on the 
right, the mole trap on the left of the cut 


work is made from galvanized sheet 
iron covered with black painted cloth. 
The edges of the stays, around which 
the cloth is bent, are bent in channel 
shape, which greatly strengthens 
them. 

The cone can easily be removed to 

take out the dead flies and at the 
same time the live flies will be kept 
in. 
In setting up the trap it is only 
necessary to put three stove bolts in, 
and bend over three sheet iron strips 
at the top. This makes a very sani- 
tary as well as durable trap which is 
being sold at bargain prices. 

The Rittenhouse mole trap is self- 
setting and only goes off when the 
trigger is touched. It is made of steel 
and tinned. The spears are spring 
steel, and do not have to be as long 
as ones made of soft steel. 


“Meadow Lark” Hay Car- 
rier 

The J. E. Porter Company, of Ot- 
tawa, Ill., has ready for the market 
a new hay carrier to be known by 
number as “43” and by name as “The 
Meadow Lark.” Nothing but the finest 
material obtainable is used in this con- 
struction, the company claims. The 
frame is selected and thoroughly test- 
ed malleable. Track wheels run on 


7” 


case hardened, % inch turned steel 
axles. The sheave in the fork pulley 
measures 7 inches in diameter, while 

















“Meadow Lark” hay carrier 


the sheave in the carrier is 6 inches, 
both running on steel roller bearings 
laid in grease, reducing the draft to 
about one-half that of the ordinary 
carrier. The rim of the sheave of the 
fork pulley is caught and supported 
by the locking dogs, thereby giving 
the greatest range of adjustment 
without any friction. 

The carrier has a very wide mouth 
so beveled as to make a perfect guide 
for the fork pulley regardless of the 
angle at which it enters. The lock- 
ing device is composed of three pieces 
only and is absolutely positive in its 
action. The carrier can be reversed to 
run either way from the center drive, 
or to take hay in from either end of 
the barn. 

Catalogs with details of the full 
line will be sent upon request. 


Chicago “Triplex” Butt 


The Chicago Spring Butt Com- 
pany, Chicago, is introducing a new 
triplex butt, the “Triplex,” made 
with springs that are interchangeable, 
and a hinge that can be taken apart 
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New Chicago “Triplex” spring butt 


readily and repeatedly without the 
loss of any of its re-assembling quali- 
ties or the locking device. 

The body of the “Triplex” is made 
of one integral piece. This method 
permits the use of heavier metal in 
the entire construction. 

The bearings are made so that fric- 
tion is reduced to a minimum. The 
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tension lug operates in a hardened 
steel bushing, giving it a broader bear- 
ing surface for the weight of the door 
and the spindle of the lug, through 
which the tension of the spring is 
effected, sleeves into the neck of the 
bushing, producing a perfect thrust- 
bearing. 

The disassemblement feature, em- 
ploys a ratchet locking device, where- 
by the ball-tip engages with the flange 
and by the natural spring of the 
metal is retained in a secure manner, 
a feature of convenience and merit. 

The material and workmanship of 
the company’s products are given 
most careful consideration. 

Catalog H 29 will be sent on re- 
quest. 


“Perfection” Fly Trap 


The Stuber & Kuck Company, of 
Peoria, Illinois, with a New York City 
office at 168 Church Street, is offer- 
ing the trade a patented fly trap 
which it calls the “Perfection.” The 
company claims several points of ex- 
cellence for this trap as follows: 

















‘“‘Perfection” fly trap 


Its diameter is 11 inches, which is 
the popular diameter for high grade 
traps. It is shaped so that it cannot 
be easily tipped or blown over. This 
shape makes it especially convenient 
to mave from place to place or to 
hang up. The two domes or covers 
are both made of the new “Galvan- 
ized” wire cloth which is rust proof. 
The feed pan, rims and stays are all 
of heavy tin. 

The manufacturer emphasizes the 
importance of the feed pan, which is 
part of the trap. This pan is so made 
that it will hold liquid as well as solid 
bait. This is claimed to be important 
because liquids will quickly satisfy the 
flies. When satisfied with food they 
naturally seek a change by walking up 
the inside dome of the trap, through 
the opening and into the outer dome, 
from whence there is no escape. This 
feed pan is attached to the outside 
dome by brass spring catches, so that 
every adjustment is at once secure 
and convenient. 

From the dealer’s standpoint there 
is one other very important feature to 
this trap. Its shape permits nesting 
in making shipment. Each dozen is 
packed in a unit package which meas- 
ures eleven inches square, thirty 
inches long, and weighs when ready 
for the cars just fifteen pounds. De- 
liveries of the “Perfection” trap are 
being made now. 
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“Ajax” Breast Chains 


The Standard Chain Company, 
First-Second National Bank Building, 
Pittsburgh, is putting on the market 
a-new product known as “Ajax” 
breast chains of which the accompany- 
ing cut will give a clear idea. These 
breast chains are made of heavy gal- 
vanized material and attention is 














“Ajax’”’ breast chain 

called by the makers to the heavy 
snaps for fastening the chain to the 
hames on the horses, and also to the 
swivel through which the lower hook 
runs, thus allowing free play of the 
chain, and consequently when the 
wagon tongue is swinging from side 
to_side, there is absolutely no jar on 
the kprse. 

Bygj use of heavy snap hooks they 
can put on and taken off the hames 
and also attached or detached from 
the wagon tongue in an instant. They 
are made in 28, 30, 32 and 36 inch 
lengths. 


“Albex” Eye Protectors 


The “Albex” eye protectors made 
by T. A. Willson & Co., Inc., 210 
Washington street, Reading, Pa., have 
patented features which render com- 
plete protection with perfect comfort 
to the wearer. The protectors are 
substantial and protect the eyes on 
all sides, without pressure on the nose 
or face or cutting of the ears. 

They are made for women and chil- 
dren, grinders, trimmers, machinists, 
sportsmen and automobilists. The 
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The «Albex” eye protectors, with case 


lenses may be replaced and are made 
in amber, smoke or white. 

These new eye protectors have an 
adjustable brace bridge, which is so 
pliable it can be easily bent to suit the 
face. The resultant perfect fit takes 
the weight from the top of the nose 
and distributes it on the sides of the 
nose and the cheeks. 

The well-ventilated, folding leather 
sides being soft and flexible conform 
comfortably to the face. If they 


should by any chance cling too closely 
a slight adjustment of the bridge im- 
mediately gives relief. 

The full-cable temples are so soft, 
pliable and light that they conform 
to any face and do not pull on the 
ears or cut into them. By means of a 
screw-joint end-piece “Albex” lenses 
can be replaced in a few seconds. 

The eye protectors are furnished 
with strong attractive steel cases. 


Moe’s Self-Locking Leg 
Band 


Moe’s self-locking leg band, manu- 
factured by the Otis & Moe Mfg. 
Company, Otis Building, Chicago, I[I1., 
makes it possible to identify one’s 
birds at a glance which is esential 
with the poultry raisers of to-day. It 
does not pay to keep the drones or non- 
producers, and identification is neces- 
sary to show definitely the blood lines 
in the flock, to prevent breeding any 
but birds with good records. 

Leg bands have been on the market 
for a good many years succeeding the 
old toe punch, whose field was limited 
to 16 combinations only, while with the 
numbered leg band there is no limit to 
the rumber of birds which can be 
readily identified. 

Moe’s sealed band does not require 
a sealer, for the simple, durable, and 


EASILY ADJUSTED WITH THE mOE'S SELF LOCKING 


USED 


STAY 





always dependable locking device in- 
sures the band remaining on the bird 
until removed, which can only be done 
by destroying the band. 

These bands are made of a highly 
polished metal, that will not rust or 
corrode, with embossed or raised 
numbers, and can be furnished in al! 
sizes. Consecutively numbered, as 
desired. 


Dixon’s Pencils 


The Joseph Dixon Crucible Com- 
pany, 68 Reade street, New York, has 
just introduced another Propel-Repel 
lead pencil, having a gold color, long 
taper, metal tip that will not tarnish. 
The metallic barrel is % inch in 
diameter and over-all 4144 inches 
long. The enameled finishes are yel- 
low, blue, green and red and white 
and black, the pencils being packed 
twelve in a box, either assorted colors 
or of one particular color, according 
to order. In each of these boxes there 
are twelve small metal tubular boxes, 
each containing three extra leads 
for every pencil. 

Another novelty is a disc combina- 
tion rubber ink and pencil eraser, 
which is offered as the first of its 
kind on the market. The dimensions 
are the same, 15% x % inch, but one 
half of the round, thin rubber is red 
for pencil erasing and the other half 
gray for removing ink, making a com- 
bination rubber of handy proportions, 
especially handy for typewriters’ use. 
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Pecora “Weathertite” Elas- 
tic Cement 


The Pecora Paint Company, Phila- 
delphia, Pa., has placed on the mar- 
ket “‘Weathertite,” a new cement for 
general repair or new work. 


“‘Weathertite” is durable and easy 
of application and can be used on 




















‘“Weathertite” elastic cement made by the 
Pecora Paint Company 


tin, iron, slate, tile, or composition 
roofs and on skylights. It sticks on a 
wet surface as well as on a dry, and 
can be applied in damp weather. It 
also sticks as well under water as on 
dry spots. It is put up in barrels, half 
barrels, 100 pound kegs, and 5, 10, 25 
and 50 pound pails. 


Push Bars and Screen Door 
Guards 


The Shelby Spring Hinge Company, 
Shelby, Ohio, manufacturer of Chief 
floor hinges, door checks, screen door 
hinges and hardware specialties, has 
recently added to its line the “Shelby” 
push bars and screen door guards. 
Both the push bars and door guards 
are made in 30 and 36 inch lengths, 
one-half inch bar with detached ends. 
If shorter lengths are desired it is 

















The “Shelby” screen door guard is at the 
top of the cut. The “Shelby” push bar 
appears below 


only necessary to saw the rod with a 
hack saw at the proper length. 


The push bars and screen door 
guards are finished in all the hard- 
ware finishes, and are packed one 
dozen in a box with screws. 

Jobbers and dealers can _ safely 
stock these bars as they can easily be 
shortened to fit any door. 
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SP 


ELECTRIC WARNING SIGNAL 


The Sparton warns! It doesn’t make pretty 
music, nor work pretty often—it warns! 


[ts clear dominant note crystallizes the hesi- 
tant pedestrian's thought—it makes him move. 


And since it warns him in good time, he 
holds no grudge against the autoist. 


Sparton is made in a size to ‘‘fit’’ every car 
and every motor boat. 


It doesn't stay in stock. 


Write. 
Prices from $7.00 to $15.00. 


The Sparks-Withington Co. 


Jackson, Michigan, U. S. A. 









MOTOR AC CESSURIED 
AND SUPPLIES — 





PRODUCTS OF MOTOR ACCESSORY MAKERS 


Breeze Special Ford 
Carburetor 


The Breeze Special Ford car- 
buretor is furnished complete, 
ready to attach, including the hot- 

















Breeze special Ford carbureter 


air outfit. The carburetor flange is 
drilled properly for connection to 
the Ford manifold. With the spark 
in the same position as with any 
other carburetor, the throttle may 
be closed farther and the car keep 
the same speed, with more economy 
and less heating of motor. The 
main air passes the adjusting 
needle valve at 90 degrees and 
breaks up the fuel. That causes 
this peculiar change in the relative 
spark and throttle positions and 
gives five miles more speed with a 
better throttling or lower idle 
speed. It is equipped with a self- 
priming cup for easy starting and 
has only two adjustments, located 
on the top, which are made with 
the fingers. Retails for $18.00 with 
hot-air connection, and for $15.00 
without. Manufactured by Breeze 
Carburetor Company, Newark, N. J. 


“Newtype” Electric 
Searchlight 


The “Newtype’®’ electric search- 
light can be instantly fastened on 
any windshield and is within easy 


operating reach of the driver. This 
light can be turned in any direc- 
tion and will stay locked at what- 
ever angle it is placed. The driver, 
therefore, can back up with the 
same light to the rear that he would 
have when driving ahead, or he can 
read signs at the side of the road, 
locate numbers on houses, and light 
up sharp curves or the step of the 
car. It is also very serviceable to 
delivery truck drivers for looking at 
the names on their packages and 
then locating house numbers. 


The lamp is constructed with 
switch integral with handle and 
there is but one wire leading from 
the lamp. This simplicity of con- 
struction will enable anyone to in- 
stall it, without the usual necessity 
of putting on switch, wiring the 
car, etc. A special Ford type of this 
light burns at a lower cost than 

















electric searchlight for 


windshield 


“Newtype” 


Ford electric lights now used, and 
gives more light than any other. 
This type derives its current direct 
from the Ford fly-wheel magneto. 
Retails for $7.00 and is manufac- 
tured by the Wood Mfg. Company, 
Fairfield, Conn. 
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Ideal Needle-Valve 
Priming Cup 


The Ideal priming cup is a radical 
departure from the old style prim- 
ing cups used on many motors. It 





nN 
Ne 


is 

if 
+] 
: 


























Ideal needle-valve priming cup 


is designed on the needle valve prin- 
ciple, which allows of priming a 
motor without waste of gasoline. 
One of its most important advan- 
tages is that it is absolutely guar- 
anteed not to leak under the high- 
est compression, which is almost an 
impossibility with the old-style 
cups. It is surprising, but neverthe- 
less true, that a small leak at the 
priming cups will cause a consider- 
able loss of power. 

This is entirely overcome by 
using the needle valve idea, thus 
guaranteeing the maximum effi- 
ciency of an engine equipped with 
these cups. Another advantage is 
that this priming cup can be oper- 
ated with the thumb and finger, 
without the use of tools of any kind 
and without burning the fingers. 
The fibre disc is so attached that it 
will not get loose. The retail prices 
are: Nickel finish, 50 cents each; 
brass, 40 cents each. Manufac- 
tured by Ideal Brass Works, Indi- 
anapolis, Ind. 

In the issue of April 9 of HARD- 
WARE AGE this item was described 
but by mistake was _ illustrated 
with the company’s auto dash 
primer, which retails for $2.50. 
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Red Heads are sold for you before they 
are sold to you. 





This statement is not a play on 
words. ‘This is how we worked up 
the sales: 


[—250,000 automobile, motor truck, motor 
boat, motorcycle and gas engine owners 
were offered one RED HEAD Spark Plug 
for testing purposes, free of charge. 
Thousands of plugs thus given away 
created an almost instantaneous national 


demand. 

2—For five years big RED HEAD advertise- 
ments have been conspicuous in all the 
leading motoring magazines. 











3—More than 350 automobile, motor truck, 
and gas engine builders use RED HEAD 
Plugs as standard equipment. The resale 


through this source alone 1s enormous. 
4—RED HEAD Plugs are manufactured in 


four different types and all salable sizes. 
No sales can get away from you. 








5—We give you our sales co-operation from 
the moment we receive your initial order. 
Booklets, envelope enclosures, catalog in- 
serts and window display material yours 
for the asking. 





Combination, $1.50 


Regular, $1.00 


Now is the time to place your order.. Write us to suggest how many 
plugs and what sizes you need on your opening order. 


EMIL GROSSMAN M’FG CO., Inc. 


Bush Terminal, Model Factory, No 20, Brooklyn (New York City),U.S. A. 





Here are a few of the other salable Motor Necessities which we manufacture. They harmonize 
with hardware stock. Many others illustrated and described in our 1914 catalog. Send for it today. 





Pat. 2/10/14 
“The Holdfast’’ 
Battery Connector 





Rear View 
Mirrors Bicycle Tire 
Sirens 


















Double End Grease 


_ Ford Lighting Ee 
Tire Holders Wrenches Outfits Protection Bumpers Foot Pedals Cups 
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P-G-N Combination 
Headlight 


The P-G-N headlight is a desir- 
able combination of two lamps, one 
of which is designed for general 

















P-G-N combination headlight 


city use and one for touring. Both 
lamps are controlled from conve- 
niently placed switches, and a fea- 
ture is made of the fact that two 
sources of illumination (gas and 
electricity) are utilized. The illus- 
tration shows a combination head- 
light which also embodies two elec- 
trical signal bulbs (marked C). 
Manufactured by the J. R. Pagin 
Lamp Company, 1323-25 S. Michi- 
gan avenue, Chicago. 


Waltham Automobile 
Timepiece 


The Waltham automobile time- 
piece is designed to be sunk into the 
dash, as shown at the left of illus- 
tration. All attachments are con- 
cealed and the timepiece is an integ- 
ral part of the car. The clock at 
right of illustration shows it ex- 
tended for winding. A turn of the 
wrist releases a spring which pro- 
jects the clock from its niche in the 

















Two views of Waltham automobile 
clock. Method of winding is 
shown at the right 


dash, permitting the key to be 
raised for winding. 

After winding, the key is turned 
back and the timepiece is locked in 
place by depressing it and giving it 
a turn in the opposite direction. 


The winding key also sets the time- 
piece, and an indicator on the dial 
shows red when it needs rewinding, 
which is only once in eight days. 
Manufactured by the Waltham 
Watch Company, Waltham, Mass. 


“Gray” Gearless Boat 
Motor 


The Gray gearless detachable 
boat motor made by the Gray 
Motor Company, Detroit, Mich., is 
a new comer in the field. One of 


the most noteworthy points in its ’ 


construction is the flexible shaft 
drive. By using a short piece of 
flexible shafting made. of hardened 
Vanadium steel links and enclosed 
in a brass tube, the bevel gears and 
gear-case commonly used in row- 
boat motor outfits have been done 
away with entirely. The power 
usually wasted in the gears is 
transmitted to the propeller, which 
is made doubly efficient, because the 
absence of a gear-case makes | it 


possible to use a small propeller 

















“Gray” gearless detachable boat motor 


hub. This construction makes the 
outfit weedless. 

In addition to being ‘‘gearless,”’ 
the “Gray is also valveless.” Not 
a check valve is used in the entire 
outfit. The pump, which supplies 
the water for cooling the cylinder, 
is of the eccentric type. It is also 
unique in that the propeller shaft 
which passes through the pump 
chamber, also acts as the pump 
shaft. There is not a valve of any 
sort in this pump; and valve 
trouble in most boat motors is not 
only frequent but very annoying. 

The rudder is fitted into the 
radius of the drive tube, without 
racks, pinions, extra tubes or 
shafts. 

The gasoline tank holds one gal- 
lon of gasoline. 
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Baer Alarm Signal 


The Baer alarm signal is an in- 
genious rear-end warning signal 
which is electrically operated by 
current furnished by the _ usual 
storage battery. The closing of the 

















Baer alarm signal 


circuit causes the plate bearing the 
words, “‘Look Out,” to rise from its 
normal position in the case, and, at 
the same time, to emit a click. A 
miniature tell-tale le-mp located next 
to the press-button shows at once 
if the device is acting properly. 
The button fitting is conveniently 
installed on the steering wheel. 
Manufactured by the Baer Mfg. 
Company, Philadelphia, Pa. 


Eclipse Grademeter 


A grademeter is just as neces- 
sary in furnishing intelligent in- 
formation to the driver of a motor 
car as a speedometer. When com- 
ing to a steep hill a shift to low 
gear is often made unnecessarily, 
due to the lack of knowledge of 
the exact percentage of the grade. 
By glancing at the grademeter the 
driver can quickly determine, from 
experience, whether the car is 
capable of ascending the hill on 
high gear. The grademeter regis- 
ters any grade up to 30 per cent. 


CaO 


Eclipse grademeter 








The grademeter must be attached 
to an absolutely level surface to 
insure reliability. Retails for 
$1.50. Made by Emil Grossman 
Mfg. Company., Brooklyn, N. Y. 


THE NATIONAL RETAIL HARDWARE 
DEALERS’ ASSOCIATION, which meets at 
Indianapolis next month, will be asked 
to hold its annual meeting next 
year in Spokane. The Spokane 
Chamber of Commerce was informed 
that the Endicott delegation to the 
convention at Indianapolis will make 
every effort to bring the conventio>z 
to the west in 1915 and will extend 
an invitation on behalf of Spokane. 
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Change Places With Your Customer 


MAGINE yourself one of the many thousand car owners who 
use and buy automobile accessories. 
Would not the guarantee of a $5,000,000 corporation backed bya 


Service in actual operation in every important city of North 
America be a great—if not a deciding factor—in your purchase ? 


Such is the Johns-Manville guarantee of Johns-Manville Auto- 
mobile Accessories—and such is the efficiency of Johns-Manville 
Service. 


And remember that you are able to offer your customers this two- 
fold assurance of satisfaction at no extra cost. 


JouNs- 


SERVICE BRANCHES ANVILLE SERVICE BRANCHES 


Akr Cclumbu RV CE Sen Aunties Portland, Ore. 
Albany Dallas F S E Louisville yey 










Adanta Dayton Memphis 
Baltimore Denver Milwaukee St. Paul 
Birmingham Detroit Minneapolis Salt Lake City 
on Duluth Newark, N. J. San Francisco 
Buffalo Galveston New Orleans Sea 
Charlotte Houghton New York Syracuse 
a = is" COVERS n= 
Cincinnati Indianapolis Philadelphia Washington 
Cleveland Kansas City T Pittsburgh Wilkes-Barre 
THE CO | Youngstown 
THE CANADIAN H. W. JOHNS-MANVILLE CO., LTD., Torento, Montreal, Winnipeg, Vancouver 
Jones Speedometer | J-M Non-Burn Brake Lining 
Actuated by centrifugal force that does No matter how fast the car may be running it 
not vary with changes in temperature or en can be stopped instantly or gradually, as de- 
electrical influences, but insures absolute ms —, if the brakes are lined with genuine J-M 
Non-Burn. 


accuracy of readings under all conditions. 
Unlike other instruments, the Jones 
Speedometer is easy to read. The in- 
dicating hand moves steadily over the 
dial whose figures are large, plain and 
evenly spaced. The Jones Speedometer 
has a self-enclosed Odometer registering 
trip mileage up to 100, and season mile- 
age up to 100,000. Fitted with in- 
stantaneous trip reset—an exclusive 
Jones feature. Applicable to either right 
or left hand wheel. Excels in refinement 
of detail as well as correctness of actuat- 
ing principle. 


J-M (Mezger) Soot-Proof Spark Plug 


Won't short-circuit; won’t leak; won’t break down. 
Double chamber construction prevents short-circuits as 
a result of carbon deposits. Special methods of con- 
struction insure a positively gas-tight Plug that will 
not leak compression. Two-unit design permits disas- 
sembling without removing body or shell from cylinder. 
ao result of 12 years’ experience manufacturing Spark 
ugs. 

Requires less replacement per unit than any other Spark 
Plug on the market. Will stand any sort of abuse short 
of a physical assault with a heavy instrument. With 
ordinary care will last indefinitely. 


Neither the gripping power nor the life of J-M 
Non-Burn is affected by oil. water, gasoline, 
grit or frictional heat, because it is made of 
practically indestructible pure,  long-fibred 
Canadian Asbestos, reinforced with strong 
brass wire. Not a particle of perishable ma- 
terial in it. 

The genuine, stamped ‘‘J-M Non-Burn’’ costs 
no more. Why not handle the best? Put up 
in original packages of proper lengths and 
thicknesses for all makes of automobiles, made 
to fit any brake band friction or transmission 
clutch. 





J-M Dry Batteries 


Thoroughly tested. Fully guaranteed. Unlike other 
batteries of high amperage J-M Batteries are not sub- 
| ject to rapid deterioration. They are widely recognized 
as the best batteries for all ignition purposes. Made in 
20, 30 and 35-ampere capacity, 1% volts per cell, round 
or square shape. 

If J-M Dry Batteries do not prove satisfactory we will 
supply new batteries without cost or refund purchase 
price including transportation charges. 





J-M Mobilite Electric Lamps 


Operate on dry batteries giving remarkably bril- 
liant light. They form a desirable alternative 
between oil or gas lamps and costly electrical 
equipment. 

J-M Mobilite Lamps cost only about one-third as 
much as other electrical systems to operate. 
Made up in headlights, sidelights and tail lights, 
etc., for automobiles, carriages, motor .boats and 
motoreycles. The most comprehensive line of 


Long Horn 


A self-contained, hand-actuated warning siz- 
nal. A slight push instantly operates, the 
volume of sound varying at the will of the 
operator from a low melodious rumble to a 
loud penetrating ‘‘Get-out-of-the-way’’ signal. 
Fool-proof, trouble-proof and _ practically 
wear-proof. Oiled occasionally it will last 
indefinitely. First cost its only cost. 





EL. 6 0:0 ode KOC ERS s CEN RMS OME e $10.00 electric lighting apparatus on the market today. 
Other Johns-Manville Automobile Accessories 
J-M Lens (Non-Blinding) Arnold Electric Vaporizer ‘‘Noark”’ Enclosed Fuses 
Johns-Manville Shock Absorber Arnold Electric Heating Plugs J-M Fire Extinguisher 
Carter Carburetor G-P Muffler Cut-Out J-M Automobile Tape 


Write nearest Branch for booklets and special proposition to hardware dealers 


H:-W: JOHNS ~ MANVILLE CQ: 
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NOTES OF THE RETAIL HARDWARE TRADE 


PERU, NEB.—The Meek Lumber Company has sold its im- 
plement business to John C. Clark. The lines carried are 
the following: Belting and packing, buggy whips, cream 
separators, dog collars,- gasoline engines, harness, heavy 
farm implements, lubricating oils, wagons, and buggies. 

WALTHILL, NEB.—W. A. Patton will engage in the imple- 
ment business here. 

WAYNE, NeEsB.—The Carhart Lumber Company requests 
catalogs on hardware, plumbing, and electrical goods. 

PORTSMOUTH, N. H. rank L. Pryor and Warren N. Davis 
have purchased the good will and interest of Mr. Matthews 
in the firm of Pryor & Matthews, and will continue the hard- 
ware and paint business at 36 Market street, under the name 
of the Pryor-Davis Company. Frank L. Pryor is president 
and Warren N. Davis is treasurer. 

SOMERVILLE, N. J.—John P. Fenner has bought the hard- 
ware business of Milton Labaw, which consists of the follow- 





ing lines: Belting and packing, buggy whips, builders’ hard- 
ware, building paper, churns, cream separators, cutlery, 
dairy supplies, uog collars, dynamite, electrical household 


specialtiies, galvanized and tin sheets, gasoline engines, ham- 
mocks and tents, harness, heating stoves, heavy farm imple- 
ments, heavy hardware, linoleum, lubricating oils, mechanics’ 
tools, oil cloth, paints, oils, varnishes and glass, plumbing, 
poultry supplies, prepared roofing, pumps, ranges and cook 


stoves, shelf hardware, silverware, tin shop, and washing 
machines. 

ALBANY, N. Y.—A. G. Spalding & Bros. have opened a 
sporting goods store at the corner of State and Greene 


streets. Charles Kirchner, of New York, who has been con- 
nected with the Spalding firm for years will be in charge of 
the local establishment. The business will be both wholesale 
and retail. 

CAMPBELL, N. Y.—Joint Brothers have opened a hardware 
store here and will carry the following lines: Automobile 
accessories, bicycles, buggy whips, builders’ hardware, build- 
ing paper, churns, cream separators, cutlery, dairy supplies, 
dog collars, furnaces, galvanized tin sheets, gasoline engines, 
hammocks and tents, harness, heating stoves, heavy farm 
implements, heavy hardware, linoleum, lubricating oils, me- 
chanics’ tools, oil cloth, paints, oils, varnishes and glass, pre- 
pared roofing, pumps, ranges and ‘cook stoves, refrigerators, 
sewing machines, shelf hardware, silverware, sporting goods, 
tin shop, wagons, buggies, and washing machines. 


NortTH Rose, N. Y.—Wadsworth & Rogers have opened 
a hardware store here and will carry the following lines: 
Bathroom fixtures, belting and packing, buggy whips, build- 
ers’ hardware, building paper, churns, dairy supplies, fur- 
naces, galvanized and tin sheets, gasoline engines, ham- 
mocks and tents, heating stoves, heavy hardware, kitchen 
housefurnishings, lubricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, prepared roofing, pumps, ranges 
and cook stoves, shelf hardware, tin shop, and washing ma- 
chines, on which catalogs are requested. 


CHARLOTTE, N. C.—The Charlotte es yo i ge has 
been incorporated with a capital stock of $10,000 by J. O. 

yardner and others. The business is BBs oa and retail. 
Catalogs requested on washing machines, gasoline engines, 
wagons and buggies. 

HENDERSONVILLE, N. C.—Raymond L. Edwards and Fred 
Chaple, under the name of the Hendersonville Hardware 
Company, have opened a store here, and will carry a general 
line of hardware enamelware, dishes and sporting goods, 
farm implements and wagons, etc. 

CAVALIER, N. D.—Walter Hughes has sold his hardware 
business to Fishes & Seymour, who will carry the following 
lines: Automobile accessories, baseball goods, bathroom fix- 
tures, belting and packing, bicycles, buggy whips, builders’ 
hardware, building paper, children’s vehicles, churns, cream 
separators, crockery and glassware, cutlery, dairy supplies, 
dog collars, dynamite, electrical household specialties, fish- 
ing tackle, furnaces, furniture, galvanized and tin sheets, 
gasoline engines, hammocks and tents, harness, heating 
stoves, heavy farm implements, heavy hardware, home bar- 
bers’ supplies, iron beds, kitchen housefurnishings, paints, 
oils, varnishes and glass, plumbing department, poultry sup- 
plies, prepared roofing, pumps, ranges and cook stoves, re- 
frigerators, sewing machines, shelf hardware, silverware, 
sporting goods, tin shop, toys, games, wagons, buggies, and 
washing machines. 

CrRARY, N. D.—O. B. Olson has opened an implement busi- 
ness here. Catalogs requested on farm machinery, buggies, 
wagons, cream separators, belting and packing, and automo- 
bile accessories. 

LEEDS, N. D.—J. Kjelmer has bought the implement busi- 
ness of ‘John Schultz, which consists of the following lines: 
Automobile accessories, cream separators, galvanized and tin 
sheets, gasoline engines, hammocks and tents, harness, heat- 
ing stoves, heavy farm implements, lubricating oils, and 
wagons and buggies. 

WESTHOPE, N. D.—D. H. Curran has opened an implement 
business here. Catalogs requested on automobile accessories. 

LIMA, OHIO.—U. G. altz and W. C. Berryhill, who have 
been connected with the Lima Hardware Company for sev- 
eral years, have formed a partnership, and will conduct a 
hardware store at 323 North Main street, under the firm 
name of Waltz & Berryhill. Catalogs requested on general 
hardware. 

NEVADA, OHI0.—Kuenzli Brothers, who have been in the 
hardware and retail business for the past twenty-five years, 
have purchased the H. Kuenzli & Company’s hardware 
store in Nevada, which was formerly known as the Nevada 
Cash Hardware. Kuenzli Brothers will operate the two 
stores under one management in future. 

NORTH LEWISBURG, OHI0.—The Buckwalter Hardware 
Company has been incorporated with a capital stock of 
$10,000. by J. C. Buckwalter and others. The firm carries 
the following lines: Automobile accessories, bathroom fix- 
tures, belting and packing, bicycles, buggy whips, builders’ 
hardware, churns, cream senarators, cutlery. dairy supplies, 
dy namite, electrical household specialties, fishing tackle, fur- 
naces, galvanized and tin sheets, gasoline engines, heating 
stoves, heavy farm implements, heavy hardware, home bar- 
bers’ supplies, linoleum, lubricating oils, mechanics’ tools. 
oil cloth, paints, oils, varnishes and glass, plumbing, poultry 
supplies, prepared roofing. pumps, ranges and cook stoves, 
refrigerators. sewing machines, shelf hardware, silverware, 
tin, wagons, buggies, and washing machines. 


BIxBy, OKLA.—Sample & Henderson have dissolved part- 
nership, and Claude Sample will continue the business, carry- 
ing the following lines: Automobile accessories, baseball 
goods, belting and packing, buggy whips, builders’ hardware, 
building paper, churns, cream separators, crockery and glass- 
ware, cutlery, dog collars, dynamite, fishing tackle, furniture, 
galvanized and tin sheets, gasoline engines, hammocks and 
tents, harness, heating stoves, heavy farm implements, heavy 
hardware, kitchen cabinets, kitchen housefurnishings, lino- 
leum, lubricating oils, mechanics’ tools, paints, oils, varnishes 
and glass, plumbing department, poultry supplies, prepared 
roofing, pumps, ranges and cook stoves, refrigerators, sewing 
machines, shelf hardware, silverware, sporting goods, tin, 
wagons and buggies, and washing machines. 


FAIRLAND, OKLA.—The Cherry Mercantile Company has 
put in a line of hardware and implements, which consist of 
the following: Automobile accessories, baseball goods, bath- 
room fixtures, belting and packing, buggy whips, builders’ 
hardware, building paper, children’s vehicles, churns, cream 
separators, crockery and glassware, cutlery, dog collars, fish- 
ing tackle, furniture, galvanized and tin sheets, heating 
stoves, heavy farm implements, iron beds, kitchen cabinets, 
kitchen housefurnishings, lubricating oils, plumbing depart- 
ment, pumps, ranges and cook stoves, refrigerators, sewing 
machines, shelf hardware, silverware, sporting goods and 
washing machines. 


FARGO, OKLA.—L. H. Oldfield, 
ware business for over forty years, 
and closed the business. 

GOLTRY, OKLA.—Gensman Brothers & Co. have bought the 
Madison & Boyer hardware business. 


KONAWA, OKLA. 
ware business to C. W. 
ture and iron beds. 

STOYSTOWN, Pa.—H. J. Specht has opened a hardware busi- 
ness here and will carry the following lines: Baseball goods, 
bicycles, buggy whips, builders’ hardware, building paper, 
children’s vehicles, churns, cream separators, crockery and 
glassware, cutlery, dairy supplies, dog collars, dynamite, elec- 
trical household specialties, fishing tackle, harness, heating 
stoves, heavy farm implements, heavy hardware, lubricating 
oils, mechanics’ tools, paints, oils, varnishes and glass, plumb- 
ing, poultry supplies, prepared roofing, pumps, ranges and 
cook stoves, refrigerators, sewing machines, shelf hardware, 
silverware, wagons and buggies and washing machines. 

AIKEN, S. C.—The Enterprise Hardware Company has been 
incorporated with a capital stock of $10,000. The incorpora- 
tors are H. E. Gyles, president; J. M. Holley, vice-president : 

E. Woodward, secretary and treasurer. he new company 
will carry the following lines: Baseball goods, bicycles, buggy 
whips, builders’ hardware, building paper, churns, crockery 
and glassware, cutlery, dog collars, fishing tackle, furnaces, 
furniture, galvanized and tin sheets, gasoline engines, ham- 
mocks and tents, harness, heating stoves, heavy farm imple- 
ments, heavy hardware, lubricating mechanics’ tools, paints, 
oils, varnishes and glass, prepared roofing, ranges and cook 
stoves, sewing machines, wagons and buggies. 

UNION, S. C.—The Stone-Jones Hardware Company has 
been incorporated with a capital stock of $10,000. The officers 
are E. W. Stone, president; S. D. Leake, secretary, and D. N. 
Jones, treasurer. The business will be wholesale and retail 
and the firm will carry the lines below, on which catalogs are 
requested: Automobile accessories, baseball goods, bathroom 
fixtures, belting and packing, bicycles, buggy whips, builders’ 
hardware, building paper, churns, cream separators, crockery 
and glassware, cutlery, dairy supplies, dog collars, dynamite, 
electrical household specialties, fishing tackle, galvanized and 
tin sheets, gasoline engines, hammocks and tents, harness, 
heating stoves, heavy farm implements, heavy hardware, 
home barbers’ supplies, kitchen housefurnishings, lubricating 
oils, mechanics’ tools, oil cloth, paints, oils, varnishes and 
glass, prepared roofing, shelf hardware, silverware, sporting 
goods. 

COLUMBIA, S. D.—The stock of hardware and furniture of 
E. T. Fessenden, which was burned out recently has been re- 
placed. The business will move into new quarters in the fall. 
The lines carried are the following: Bathroom fixtures, build- 
ers’ hardware, building paper, children’s vehicles, churns, 
cream separators, crockery and glassware, dairy supplies, 
fishing tackle, furniture, galvanized and tin sheets, gasoline 
engines, harness, heating stoves, heavy farm implements, 
heavy hardware, home barbers’ supplies, iron beds, kitchen 
cabinets, kitchen housefurnishings, linoleum, lubricating oils, 
mechanics’ tools, oil cloth, paints, oils, varnishes and glass, 
plumbing department, prepared roofing, ranges and cook 
stoves, refrigerators, shelf hardware, silverware, sporting 
goods, toys, games, and washing machines. 

PARKER, S. D.—Frank Miller has sold his implement busi- 
ness to E. A. Wendt. Catalogs requested on the items 
checked. 

PLANKINTON, S. D.—R. V. Fitzgerald has bought an im- 
plement business here. Catalogs requested on belting and 
packing, buggy whips, cream separators, dairy supplies, gaso- 
line engines, heavy farm implements, lubricating oils, wagons 
and buggies and washing machines. 

Victor, S. D.—The Victor Implement Company has been 
incorporated with a capital stock of $25,000. The incorpora- 
tors are John A. Johnson, P. C. Dahl and A. H. Kolsat. Cata- 
logs requested on hardware and machinery. 

ASHLAND CITY, TENN.—Duke, Shaw & Duke have recently 
moved into their large, new brick building. 

DAYTON, TENN.—James S. Frazier, for five years a part 
owner of the Bailey Hardware Company, one of the largest 
hardware establishments in this section, has sold all of his 
interest in the firm to John R. Abel. Catalogs requested on 
general hardware, housefurnishings and sporting goods. 

TELLICO PLAINS, TENN.—The Tellico Hardware Company 
has recently remodeled its store, by running a double row of 
shelves through the center, to accommodate the immense shoe 
stock the company has just received. The other lines carried, 
on which catalogs are requested, are as follows: Automobile 
accessories, baseball goods, belting and packing, bicycles, 
buggy whips, builders’ hardware, building paper, children’s 
vehicles, churns, cream separators, crockery and glassware, 
cutlery, dynamite, electrical household specialties, fishing 
tackle, furniture, hammocks and tents, harness, heating 
stoves, heavy farm implements, iron beds, kitchen cabinets, 
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To the Trade 


The advertisement below appears in the following publications this Spring: Saturday 
Evening Post, Literary Digest, Colliers, Life, Scientific American. In addition it will 


appear in a list of farm papers and in a list of automobile papers. 





“Oh! I always use plenty of oil!” 


Does that insure correct lubrication: 


A low-quality or wrong-bodied 
oil, no matter how freely it is used, 
can never do the work of the cor- 
rect lubricant. 


“Plenty” of too-light oil often 
leads to loss of compression and 
escape of explosion. This means 
loss of power and unnecessary con- 
sumption of gasoline. 


“Plenty” of too-heavy oil will 
often fail to distribute properly 
through your feed system. Exces- 
sive friction, burnt bearings and 
carbon trouble will result. 


“Plenty” of low-quality oil sim- 
ply means plenty of imperfect pro- 
tection for the moving parts. 

The absolute necessity for oil 
whose “body” is correct for his 
motor and whose quality will show 
maximum lubricating efficiency is 
entirely overlooked by the motorist 
who says: 

“Oh! I 7, use plenty of 
oul. 


By guess-work and luck you may 
+ 


A guide to 


Explanation: In the schedule, 
*‘Gargoyle Mobiloil A,”’ ‘‘Are.’’ 


means ‘‘Gargoyle Mobiloil Arctic.’’ 


NO! 


sometimes get oil for your motor 
which is correct in “body,” and 
efficient in “quality.” You should 
be using such oil continuously. 


You can be sure of it by using 
the grade of Gargoyle Mobiloils 
specified for your car in the Lubri- 
cating Chart below. 


Make a note of the grade speci- 
fied for your car. Then make sure 
that you get it. If your car is not 
mentioned, send for our complete 
Lubricating Chart. 


This standard guide to correct 
lubrication was prepared after a 
careful analysis of every make and 
model of car. It represents the 
professional advice of the world- 
leaders in scientific lubrication—the 
Vacuum Oil Company. 





On request we will mail a pamphlet on 
the Construction, Operation and Lubri- 
cation of Automobile Engines. It de- 
scribes in detail the common engine 
troubles and gives their causes and rem- 
edies. 


correct Automobile 


the letter opposite the car indicates the grade of Gargoyle Mobiloil that should be used. 
For all electric vehicles use Gargoyle Mobiloil 


both pleasure and commercial! vehicles unless otherwise noted. 
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A grade for each type of motor 
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The various grades of Gargoyle Mobil- 
oils, purified to remove free carbon, 


are: 

Mobiloil “A” 
Mobiloil “B” 
Mobiloil “E” 
Mobiloil “Arctic” 


They can be secured from reliable 
garages, automobile supply houses, hard- 
ware stores and others who supply lubri- 
cants. 

It is safest to buy in original barrels, 
half-barrels and sealed five and one- 
gallon cans. See that the red Gargoyle, 
our mark of manufacture, is on the con- 
tainer. 

For information, kindly address any 
inquiry to our nearest office. The city 
address will be sufficient. 


Vacuum Oil Co. 
Roche ster, U.S.A 


Specialists in the manufacture of 


Gargoyle 
Garzgoyle 
Gargoyle 
Gargoyle 


high-grade lubricants for every 

class of machinery. Obtainahle 

everywhere in the world. 
BRANCHES: 


Detroit, 321 Free Press Bldg. 
Boston, 49 Federal St. 
New York, 61 Broadway 
Chicago, Fisher Bldg. 
Philadelphia. 4th & 


Pittsburgh, Fulton Bldg. 
Chestnut Sts. Indianapolis, Indiana Pythian 
Bldg. Minneapolis, Plymouth Bldg. 


lubrication 


For example, *‘A’’ means 
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kitchen housefurnishings, lime and cement, linoleum, oil cloth, 
paints, Oils, varnishes and glass, prepared roofing, pumps, 
ranges and cook stoves, refrigerators, sewing machines, shelf 
hardware, silverware, sporting goods, toys and games, wagons 
and buggies, and washing machines. 

ABILENE, TEX.—The Union Hardware Company, owned and 
operated by Boone and Mueller, on Pine street, has been sold 
to R. A. Humble, who will continue the business under its 
former name. 

FREEPORT, TEX.—J. T. Dingle, of Velasco, has opened a 
hardware and lumber business here, and will carry cream sep- 
arators, gasoline engines, heavy farm implements, home bar- 
bers’ supplies, tin shop, wagons and buggies. 

GOLIAD, TEx.—W. E. Neyland & Son request catalogs on 

paints, oils, varnishes, wagons, carriages, harness, barb wire, 
fencing, mill supplies, bath and plumbing goods, and general 
hardware. 
_ KERENS, TExX.—The J. W. Mabry Hardware & Furniture 
Company has been incorporated with a capital stock of $25,- 
000. The incorporators are J. W. Mabry, X. M. Foster and 
J. A, Anderson. Catalogs requested on automobile accessories, 
baseball goods, bathroom fixtures, belting and packing, 
bicycles, buggy whips, builders’ hardware, building paper, 
children’s vehicles, churns, cream separators, crockery and 
glassware, cutlery, dairy supplies, dynamite, electrical house- 
hold specialties, fishing tackle, furnaces, furniture department, 
galvanized and tin sheets, gasoline engines, hammocks and 
tents, harness, heating stoves, heavy farm implements, home 
barbers’ supplies, iron beds, kitchen cabinets, kitchen house- 
furnishings, linoleum, lubricating oils, mechanics’ tools, oil 
cloth, paints, oils, varnishes and glass; plumbing department, 
poultry supplies, prepared roofing, pumps, ranges and cook 
stoves, refrigerators, sewing machines, shelf hardware, silver- 
ware, sporting goods, tin shop, toys and games, wagons and 
buggies, and washing machines. 

ORANGE, TEX.—The East Texas Hardware Company has 
been incorporated with a capital stock of $20,000. The in- 
corporators are L. T. Grubbs, president, G. A. Ingram, vice- 
president and manager, and E. O. Dean, secretary and treas- 
urer. Catalogs requested on automobile accessories, baseball 
goods, belting and packing, bicycles, buggy whips, builders’ 
hardware, building paper, children’s vehicles, churns, cutlery, 
dog collars, dynamite, electrical household specialties, fishing 
tackle, furniture department, hammocks and tents, heating 
stoves, heavy farm implements, home barbers’ supplies, 
kitchen cabinets, kitchen housefurnishings, lime and cement, 
lubricating oils, mechanics’ tools, paints, oils, varnishes and 
glass, poultry supplies, prepared roofing, pumps, ranges and 
cook stoves, refrigerators, sewing machines, shelf hardware, 
silverware, sporting goods, tin shop, toys and games and 
washing machines. 

ORANGE, TEx.—The Sabine Supply Company, wholesale and 
retail hardware, has increased its capital from $40,000 to 
$100,000. The lines carried are automobile accessories, base- 
ball goods, belting and packing, buggy whips, builders’ hard- 
ware, children’s vehicles, crockery and glassware, dairy sup- 
plies, dog collars, dynamite, fishing tackle, furniture, gasoline 
engines, hammocks and tents, harness, heavy hardware, lime 
ae cement, lubricating oils, mechanics’ tools, paints, oils, 
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varnishes and glass, prepared roofing, ranges and cook stoves, 
refrigerators, shelf hardware, sporting goods. 

PADUCAH, TEx.—J. McCarley has bought the Brown 
hardware business. The stock has been added to and con- 
sists of the following items: Bathroom fixtures, bug whips, 
builders’ hardware, churns, cream separators, crockery and 
glassware, cutlery, dairy supplies, dog collars, electrical house- 
hold specialties, fishing tackle, gasoline engines, harness, heat- 
ing stoves, heavy farm implements, heavy hardware, lubricat- 
ing oils, mechanics’ tools, plumbing department, ranges and 
cook stoves, refrigerators, sewing machines, shelf hardware, 
silverware, sporting goods, wagons and buggies, washing ma- 
chines, and wind mills. 

ROSENBERG, TEX.—A. E. Priest has succeeded to the Cole- 
man & Priest hardware business. 

SHERMAN, TEX.—The Walsh-Snyder hardware stock has 
been purchased by J. J. Scull and S. C. Swain, of the Scull- 
Swain Hardware Company. 

MOUNDSVILLE, Va.—tThe new addition which the ‘Trimble 
& Johnson Company is building on the north side of its pres- 
ent building, will give the company much more room to dis- 
play the additions to the already large stock of hardware, 
wagons, and farming implements. The business is both 
wholesale and retail. 

APPLETON, WIs.—The Schlafer Hardware Company, both 
wholesale and retail, has moved into its newly constructed 
building, which is fireproof, 50 x 90 feet. The first floor will 
be occupied by the company’s tinshop. The company carries 
the following lines: Automobile accessories, baseball goods, 
bathroom fixtures, belting and packing, bicycles, buggy whips, 
builders’ hardware, building paper, churns, cream separators, 
cutlery, dairy supplies, dog collars, dynamite, electrical house- 
hold specialties, fishing tackle, furnaces, galvanized and tin 
sheets, gasoline engines, hammocks, harness, heating stoves, 
heavy hardware, home barbers’ supplies, kitchen housefur- 
nishings, lubricating oils, mechanics’ tools, oil cloth, paints, 
oils, varnishes and glass, poultry supplies, prepared roofing, 
pumps, ranges and cook stoves, refrigerators, sewing ma- 
chines, shelf hardware, silverware, sporting goods, tin shop, 
toys and games and washing machines. 

CAMP DouGLas, Wis.—J. H. Buffington has bought the 
hardware business of C. H. Horton, which consists of the fol- 
lowing items: Baseball goods, belting and packing, bicycles, 
buggy whips, builders’ hardware, building paper, children’s 
vehicles, churns, cream separators, cutlery, dairy supplies, 
dog collars, dynamite, fishing tackle, furniture, galvanized 
and tin sheets, gasoline engines, hammocks and tents, heat- 
ing stoves, heavy farm implements, heavy hardware, home 
barbers’ supplies, iron beds, kitchen housefurnishings, lin- 
oleum, lubricating oils, mechanics’ tools, paints, oils, var- 
nishes and glass, poultry supplies, prepared roofing, pumps, 
ranges and cook stoves, refrigerators, sewing machines, shelf 
hardware, silverware, sporting goods, wagons, buggies and 
washing machines. 

ELMWwoopD, WI1s.—Kerg & Kuehl have bought the Joe John- 
son implement business, which consists of automobile acces- 
sories, belting and packing, cream separators, heavy farm 
implements, gasoline engines, wagons and buggies. Catalogs 
requested on implements of all kinds. 





CATALOGS, PRICE LISTS AND CIRCULARS 


THE GOULDS Mra. CoMPANY, Seneca Falls, New York. Bul- 

letin No. 118, of centrifugal fire pumps, horizontal two and 
three stage for 100 pounds pressure. Tables of effective fire 
streams; pressure of water at different heads; friction loss in 
pounds per 100 feet of various sizes of rubber-lined cotton 
hose ; discharge of nozzles through 50 and 100 feet of 21%4-inch 
hose in gallons per minute; and a table showing loss of head 
in feet due to friction, etc., makes the bulletin of great prac- 
tical use. 
_ STEWART-WARNER SPEEDOMETER CORPORATION, 1826-1852 
Diversey Boulevard, Chicago, Ill. Catalogs for 1914 take 
the form of 10 different colored folders of the Stewart pumps 
and speedometers, Warner auto meters, Stewart heat odo- 
meters, Stewart speed indicators for cream separators, War- 
ner tachometers and cut meters, Stewart revolution indicators 
for motor boats, Stewart radiation meters and Warner rail- 
way meters. The colored folders are attractively illustrated 
ind aré a change from the regulation catalog. 


THE KALES-HASKEL COMPANY, 443-459 Lafayette Boule- 
vard, Detroit, Mich., has recently published a folder illustrat- 
ing and describing its card holders, which have been on the 
market for several years. These card holders are for mer- 
chants or others to attach to drawers, where an accurate index 
is required of the contents. A card to The Kales-Haskel Com- 
pany will bring a copy of this folder to any merchant. 


THE STRATTON-WARREN HARDWARE COMPANY, a consolida- 
tion of the Barnes & Miller Hardware Company and the Bene- 
dict-Warren Company, Memphis, Tenn. No. 1 general 
catalog, which represents assortments added in all depart- 
ments. Particular attention is called to “Razredg’’ brand. 
The book has the loose leaf binding and contains 1706 indexed 
and illustrated pages, with complete descriptions of the com- 
pany’s line. 

THE NEw CATALOG, No. 30, issued recently by the Juuther 
srinder Mfg. Company, of Milwaukee fully describes the com- 
pany’s entire line of grinders, attachments and specialties. 
There have been a great many new machines added to the 
ilready large assortment, so that the company is now better 
quipped than ever before to furnish “A grinder for every pur- 
pose.” This 64-page catalog is full of excellent illustrations 
»f the machines, showing them in a variety of uses and posi- 
tions. Another admirable feature is that the prices have been 
reduced on a great many of the most popular machines. Any- 
ene with grinding to do of any kind should write the company 
for this new catalog. 

GEORGE B. CARPENTER & Co., 430 to 440 Wells street, Chi- 
"ago. Marine Hardware and Yacht Supply Catalog No. 102. 
In a “Foreword” the company explains that it has adopted a 
new principle which it considers will be of value to its cus- 
tomers. It states that “Heretofore a marine supply catalog 
has been looked upon as a sort of unabridged dictionary of 
every article manufactured in the trade without much refer- 
ence to its merit, and without any attempt to pick and choose 
between the various articles in the same line, made for the 
same purpose. The numbers of spark plugs and signaling 


devices in the old-fashioned marine catalog was only limited 
to the number of spark plugs and signaling devices on the 
market. In this new catalog we have taken the position of an 
adviser standing between the consumer and the producers of 
the various articles, and we have included in this book only 
such articles as our long experience leads us to believe are 
worthy and safe for your purposes.” The catalog contains 
interesting articles on “Installation and Operation of the 
Modern Marine Gasoline Engines,” by Herbert L. Towle, C. E., 
and “Practical Sailing for the Amateur,’ by Captain A. J. 
Keneally, and 431 indexed and illustrated pages showing the 
company’s line. 

HIBBARD, SPENCER, BARTLETT & Co., Chicago, Ill., have sent 
to the trade their 1914 catalog, No. 59. Improvements have 
been made upon the 1913 issue which was noted for its many 
fine points. The cover index, one of its best features, has 
been retained, and supplemented by indexes preceding the 
goods of each department. The colored pages have been 
doubled in number, and all changes to date have been em- 
bodied and all new goods added. A key is given to the ap- 
proximate prices on all articles, to enable a dealer to readily 
make a selling price on any item that he does not carry in 
stock. The binding of the book is substantial. An extra 
copy of it will be sent to the firm’s customers if desired. 

THE BurRNsS & BossICcCK COMPANY, Bridgeport, Conn. Book- 
let describing and illustrating the company’s line of kitchen 
cabinet catches, handles, sockets, knobs, cabinet irons, casters, 
strikes for catches in all shapes and sizes, and hinges and 
screws. 

THE READING SADDLE & Mrc. COMPANY, Reading, Pa. Illus- 
trated and descriptive catalog No. 7, for 1914-15, of ‘“‘The 
Reading Line.’’ One section is devoted to the hardware and 
a specialties which can be retailed at five and ten 
cents. 

STERLING MFc. COMPANY, Sterling, Ill. Catalog No. 
featuring the Sterling line of agricultural implements. 

HENLEY LAWN MOWER COMPANY, Richmond, Ind. §Illus- 
trated booklet of the Henley automatic ball bearing lawn 
mowers. 

THE F & N LAWN MOWER COMPANY, Richmond, Ind. Book- 
let illustrated in color of the company’s ball bearing lawn 
mowers. Definitions of the important parts of the machines 
and their care are featured. 

C. E. JENNINGS & Co., 71-73 Murray street, New York City. 
Price List No. 130 of “‘Arrow Head” high grade tools. 210 
indexed pages, illustrate and describe the firm’s line of augers, 
bevels, levels, chisels, mitre boxes, mallets, saws, etc. 

Jos SMITH & Co., Detroit, Mich. Catalog J for 1915 of 
the company’s automobile mountings, including anchor plates, 
body handles, locks, hinges, running board mouldings, ven- 
tilators, etc., etc. 

MCKINNEY MFG. COMPANY, Pittsburgh, Pa. Price list and 
Catalog No. 26. Cloth bound book, 174 indexed and illus- 
trated pages, showing the company’s line of polished steel 
butts, strap and T hinges, felloe plates, door hangers, etc. A 
telepgraph code is given. 
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Agents for Great Britain. 


Are You Satistied With 
Your Saw Profits ? 


Your fixed expenses go on just the same whether you 
are making a profit of twenty-five cents, fifty cents 
or even more on each Saw sale. 

Then why not sell a line of Manufacturers Brand 
Saws that pays the biggest legitimate profit and that 
helps to build up your reputation for selling depend- 


able merchandise? 





tkins & 


are intrinsically worth more. SILVER STEEL is actually the 
finest steel that has ever been used in Saw Blades. On account 
of this fact, together with their scientific and exclusive construc- 
tion, they are in a class by themselves. A class where you need 
fear no competition—where you can ask and receive a fair profit. 


Ask any carpenter who has used an ATKINS SILVER STEEL 
SAW. He'll tell you that they are the ‘‘Finest on Earth.”’ 


Any Atkins Dealer can advertise his Saw stock 
without costing him one cent. Our co-operative 
methods and selling helps are a ‘“‘cinch’’ for the 
progressive merchant who wants to do some good 
effective advertising. A post card addressed to 
our Advertising Dept. at Indianapolis will bring a 
hearty response. 

If you are not now selling ATKINS SILVER STEEL 
SAWS, there is yet time to put them in stock for 
the Spring demand. Write to-day to the nearest 
address below and we'll tell you how and where 
to buy them to the best advantage and will interest 
ourselves in ‘Helping You to Sell.”’ 

The Atkins line includes not only Hand, Rip and Panel Saws, 
but a “Perfect Saw for Every Purpose,’ such as WOOD 
SAWS, COMPASS, KEYHOLE, BACK, PRUNING, 
BUTCHER, HACK SAW BLADES and so forth, as well as 
TROWELS, CORN KNIVES and a big line of Specialties and 
Saw Fitting Tools. Write for our catalog. 


Atkins Always Ahead! 
E. C. Atkins & Co., Inc. 


The Silver Steel Saw Peeple 


Home Office and Factory, Indianapolis, Ind. 
Canadian Factory—Hamilton, Ont. 
Branches carrying complete stocks in the following cities. Address 


E. C. ATKINS & CO., Inc. 








Atlanta, Minneapolis, Portland, Ore., Vancouver, B. C. 
Chicago, New Orleans, San Francisco, Sydney, N. S. W. 
Memphis, New York City, Seattle, 


Messrs. John Shaw & Sons, Wolverhampton, Ltd., Wolverhampton, England, 
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shown above is our 


'No.91 ONEIDA JUMP 
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It is made with Double we Swibs a Double Grip and 
Double Hold. 7 


Prevents the animal escaping 
by gnawing its foot. Also 
prevents breaking the bone. 





~Ask your dealer especially for this Double Jawed No. 91 Oneida 
Jump Trap. 


| ONEIDA COMMUNITY, Lt. 
ONEIDA, N. Y. i 
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